‘O MATTER what other uncertainties 

you face today, one thing at least can 
be certain: the financial future of your 
family, should you die. The Northwestern 
Mutual agent will gladly show you how 
life insurance has progressed in enabling 
you to provide a sure income for your 
family. Here is why it will pay you to 
consult him: 


Ce § 


The Northwestern Mutual has always 
FIRST believed that life insurance can be of 
greatest service when adapted to the personal needs 
of each policyholder. This company was a pioneer 
in the development of various settlement plans for 
paying insurance benefits, as they are needed by 
beneficiaries—in regular monthly incomes for stated 
periods, or for life. Last year The Northwestern 
Mutual sent out193,291 of these income checks—im- 
pressive evidence of how far this company has gone 
in giving its policyholders a full measure of service. 


a world for a little boy! 


It’s @ strange world that little boys inherit ...a world of new and unknown forces. Yet even in these uncertain 
times there is a blessed certainty for little boys, the certainty of money for living which thoughtful fathers are assuring 
through The Northwestern Mutual’s settlement plans 


The Northwestern Mutual agent is 
SECOND primarily interested in making your 
life insurance program fit your specific needs. To 
that end he can aid you in analyzing your needs 
realistically and in suggesting the type of insurance 
program to carry out your wishes. He is part of an 
organization which, for 83 years, has placed the 
interest of the policyholder first—with the result 
that, year after year, approximately one-half of 
our new business comes from our own policyhold- 
ers—from the people who know this company best. 


To make your family’s financial future more certain, talk to a Northwestern 
Mutual agent. He can show you how to put your life insurance on a 
sound income-paying basis—how to make your insurance dollars go further. 
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pletes his selling kit. 


The Pacific Mutual 5-Way Plan is the underwriter’s 
solution for the prospect who has “all the life insurance 
he can handle.” The 5-Way Plan is unique—in one 
package the prospect is offered not only life and retire- 
ment protection, but also immediate disability protec- 
tion against sickness, accident, and loss of sight or limbs. 

The Pacific Mutual 5-Way Plan gives the underwriter 
something different to offer his prospects. It will give 
him an opportunity to obtain an interview difficult to 
secure with /ife insurance alone. It’s the tool that com- 


























PACIFIC MUTUAL LIFE INSURANCE COMPANY 
HOME OFFICE, LOS ANGELES, CALIFORNIA 


Complete Life Insurance Coverage 


Life, Retirement, Accident, Sickness and 5-Way ® Participating 
and Non-participating @ Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 


PACIFIC MUTUAL SERVICE SINCE 1868 






















President O. J. Arnold visits with typical NwYNL policyholders 
at Mankato, Minnesota meeting June 16, 1941 


People Are Interested 





BeEvnc that modern business, like a democratic gov- 
ernment, can prosper best through a well-informed 


“citizenry,” and suspecting that modern policy owners are 


insurance-curious, NWNL recently conducted a series of 


experimental policyholder meetings in small cities of Min- 
nesota and North Dakota. The meetings turned belief 
into conviction. They proved that owners of life insurance 
are alert to their privileges and responsibilities; they are 
interested in how their funds are handled, what their dol- 
lars mean to the nation’s economy; they are eager to be 
informed. Moreover, the meetings reflected what life in- 
surance men, proud of their profession, have themselves 
long felt — that policyholders harbor a feeling of friendly 
confidence in the institution which has stood by them 
through the world’s worst depression with an integrity un- 


matched by any other business or financial institution. 


Like its forward-looking plan of agents’ compensation 
introduced in 1939, like its new method of remunerating 
brokers, effective July 1, 1941, NwNL’s policyholder 
meetings — all of which were kept entirely free from any 
suggestion of a sales atmosphere — are distinctly a new 
departure, a new milestone in a record already studded 
with progressive achievement. NwNL is happy to have 
pioneered this democratic venture of bringing the com- 
pany to the policyholder, a move which may hold healthy 


promise for the industry as a whole. 
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Board of Directors 


of Union Central 


Approval by Stockholders 
Assured — Superintendent 
Lloyd Commends Program 


CINCINNATI—Plans for mutualiza- 
tion of Union Central Life are now un- 
der way, according to the announcement 
made public by President W. Howard 
Cox. 

Union Central completed the first of 
the four necessary steps when the board 





W. HOWARD COX 


of directors adopted a plan. Additional 
steps required by law are submission of 
the plan for approval of stockholders, 
the superintendent of insurance of Ohio 
and its 225,000 policyholders. Stock- 
holders will meet Aug. 7 and Superin- 
tendent Lloyd has issued a statement 
approving the plan. 


Stock to Be Retired 


“In adopting this plan the board feels 
that it is in the best interests of all 
concerned,” Mr. Cox explained. “For 
many years Union Central has issued 
only participating policies. It has been 
Customary in recent years for companies 
engaged in this type of business to mu- 
tualize. Under our laws, until recently, 
it has not been possible for an Ohio 
Company to mutualize. A bill enabling 
Ohio life insurance companies to mu- 
tualize was passed by ‘the legislature 
this spring and the law became effective 
uly 17. The action of the board comes 
at its first regular meeting following the 
e lective date of the mutualization act.” 
, There are 125,000 shares of stock to 
€ retired. The board authorized the 
acquisition of this stock at $25 per 
share. This can be accomplished with- 
(CONTINUED ON PAGE 15) 





Changes in Life Insurance 
Votes Mutualization During Twelve Years Time 


Actuary Ralph Keffer of the Aetna 
Life at its central regional conference 
spoke of the changes since the epochal 
year, 1929. People could not believe 
there had been a fundamental change 
but looked at the depression as tempo- 
rary and saw an early reversion to the 
days when interest rates were high and 
everyone lived well. Results under 
participating policies, he said, were ex- 
pected to remain as they had been. As 
the Aetna Life writes both participat- 
ing and nonparticipating policies, he 
drew on its experience with both classes. 
He reviewed conditions in view of low 
interest rates. 


Two Distinct Functions 


Life insurance has been built on the 
ability of companies to combine and co- 
ordinate two distinct functions, first to 
conserve the wealth of an individual 
for his own benefit and next to create 
wealth for him that he did not formerly 
possess by the collection of contribu- 
tions Or premiums from others. A 
company receives payments from a per- 
son and holds the fund with interest 
additions for his benefit. On the other 
hand it receives money and pays it out 
to someone else. 

The first function is to provide for 
saving and investment, which may be 
initiated by an individual acting alone. 
This may be done by storing goods, or 
deposits in bank without interest, or 
the loaning of money to corporations 
or individuals at interest. 

The second function must always be 
a group enterprise unless it is an out- 
right gift. It is illustrated outside of 
insurance by charitable contributions or 
compulsory taxation for social security 
benefits. Life insurance contracts 
limited to this function, without any in- 
vestment element, are found in group 
or one year term—pure insurance. It 
is this function which is the true basis 
of insurance. Premiums for this plan 
are not money saved nor invested. They 
are solely used to provide at once fhe 
wealth that did not exist for dependents 
of the one who dies. 


Conservation of Wealth 


Contracts limited exclusively to con- 
serving wealth are not within the prov- 
ince of insurance companies although in 
recent years they have been requested 
to accept money on this basis. Its ap- 
plication is seen in supplementary con- 
tracts in connection with settlement op- 
tions which provide for the retention of 
funds to be paid at a later date, aug- 
mented by such interest as may be 
available. 

Mr. Keffer said the real service ren- 
dered by a company is the combination 
of the two elements of conservation of 
wealth previously owned and production 
of wealth not previously owned. 

The amount of risk varies each year 
and the cost is a different portion of 
the premium in each year. The cost is 
based on probability of death each year. 
The charge must be taken from the 
yearly premium or from interest earned 
on funds conserved for one’s benefit. 
The part of the premium paid for 





pure insurance equal to the amount at 
risk is not saved nor invested. No part 
is returned. Each premium contains a 
portion to be conserved for the policy- 
holder himself, some part to pay for the 
privilege of having wealth created for 
his benefit if he dies, and a margin 
to cover expense and service. The dif- 
ferent insurance plans represent a 
different division of the premium. A 
man may want to use all his money for 
pure protection and he buys one-year 
term. Nothing is left to be conserved 
for him. The cost increases year by 
year and ultimately becomes prohibitive. 

The other extreme would be to pro- 
vide for death by saving and investment 
alone. By this method a man can never 
be sure he will live long enough to ac- 
cumulate the necessary amount. The 
usual need is for specific amounts to be 
available at death to be provided by 
level premiums. 

If a person desires a specified sum, 
available at death whenever it occurs, 
provided by uniform contributions each 
year, he cannot use the savings plan, for 
the amount available will not be large 
enough if he dies early. He cannot use 
Pure insurance as the cost increases 
every year. He can accomplish his end 
only by a combination of a savings and 
insurance plan. Only a life company 
through its level premium policies can 
make this combination. Even mutual 
insurance cost may not be uniform for 

(CONTINUED ON PAGE 17) 


U. S. Chamber Head 
Added to Program 
for National Rally 


Albert W. Hawkes, president U. S. 
Chamber of Commerce and president of 
Congoleum-Nairn, has been added to 
the list of speakers for the Cincinnati 
convention of the National Association 
of Life Underwriters Sept. 15-19. Mr. 
Hawkes’ acceptance completes the for- 
mal speaking program, according to 
T. M. Riehle, Equitable Society, New 
York, program chairman. Twelve other 
speakers, seven identified with the life 
insurance field forces, two company pres- 
idents, and three outsiders, have already 
been scheduled. Still to be announced 
are such annual features as the Million 
Dollar Round Table hour, the Ameri- 
can College hour, and several other spe- 
cial events, 

Harry T. Wright, Equitable Society, 
Chicago, president National association, 
will open the convention with his pres- 
ident’s report. 

Mr. Hawkes was born in Chicago. 
While an office boy with the Nichols 
Chemical Company, he studied law at 
night school and passed the Illinois state 
bar exams. He went to New York for 
his company and also became a director 
of Chemical Alliance, Inc. He became 
executive vice-president of the General 
Chemical Company, resigning to join 
Congoleum-Nairn in 1926. He is now 
president and chairman of the board. 











Agency Morale Is 
Theme of Managers 
Cincinnati Parley 


Zimmerman to Open 
Session—Four Seminar 
Discussions Are Planned 


“Agency Morale, the Keystone,” will 
be the theme of the annual meeting of 
the General Agents & Managers Section 
to be held in connection with the Cin- 
cinnati convention of the National Asso- 


ciation of Life 
Underwriters Sept. 
16, it is announced 
by Osborne Bethea, 
Penn Mutual, New 
York, the section’s 
program chairman. 

Eleven speakers 
will be heard on the 
program as well as 
four seminars which 
will run concur- 
rently. Every talk 
made during the 
day will be geared 
to the “Agency 
Morale” theme 
adopted for the session. 

The morning session will open with 
greetings from William H. Andrews, Jr., 
Jefferson Standard Life, Greensboro, 
section chairman, and from Chairman 
Bethea. Charles J. Zimmerman, Con- 
necticut Mutual, Chicago, past president 
National association, will introduce the 
theme with a talk on “The Keystone.” 


Four Seminars Planned 


The session will then ‘be divided into 
four round-table seminars, to be headed 
bv Judd C. Benson, Union Central Life, 
Cincinnati; Manuel Camps, Jr., John Han- 
cock Mutua], New York; H. Kenneth Cas- 
sidy, Pacific Mutual, San Francisco, and 
Mr. Andrews. Each captain will have 
six co-captains, including an agency 
vice-president and a representative of 
the Sales Research Bureau. Delegates 
to the meeting will be assigned a semi- 
nar, and each will be requested to out- 
line the best 1941 idea of his organiza- 
tion on building agency morale. The 
best idea, decided by popular vote, in 
each of the four seminars, will be pre- 
sented before the afternoon general 
meeting. 


Holcombe to Summarize Ideas 


In the afternoon a_ discussion of 
agents’ compensation will be presented 
by Harry T. Wright, Equitable Society, 
Chicago, president National association. 
The agency practices agreement will be 
discussed by D. Gordon Hunter, vice- 
president Phoenix Mutual Life and 
chairman of the Life Agency Officers 
Association’s committee on that subject. 
Both of these topics will be discussed 
from the angle of morale. 

After the four best morale-building 
ideas, the “Four Keystones,” have been 
presented John Marshall Holcombe, Jr., 
(CONTINUED ON PAGE 18) 





W. H. Andrews, Jr. 
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Prospecting Constitutes 50 Percent 
of the Soliciting Agent’s Problem 


- 


At the annual convention of the Aetna 
Life agents in the central western divi- 
sion at Mackinac Island, the theme run- 
ning through all the sessions was pros- 
pecting. Vice-president S. T. Whatley 
stated that this was the 13th regional 
conference and the ninth that he had 
attended since he went with the com- 
pany. He said that successful prospect- 
ing is one of the greatest assets that an 
agent can possess. He told about a 
southerner who was fishing in an almost 
dry ditch. There was but little water 
left in it. He was asked why he did 
it and he said that he knew there was 
some water in the ditch and he, there- 
fore, was sure there must be some fish 
in it. Mr. Whatley said that that sort 
of prospecting is going on all the time. 

He said that a production man should 
spend six hours in actual work. Too 
much time, he said, is given to “sus- 
pects.” In time one acquires the suspect 
habit. The great idea is to get live 
prospects rather than suspects, and 
change suspects, if possible into pros- 
pects. He said that recreation hours are 
important to making proper contacts 
and enlarging one’s list of acquaintances. 


Make Proper Kind of Prospects 


He said that it is very necessary to 
make proper kind of contacts and asso- 
ciate with those who are doing better 
than the producer himself. Such friends, 
he said, are worth meeting. Prospect- 
ing, he said, is a man sized job and not 
that of an errand boy. Mr. Whatley 
advised people to try to sell insurance 
to their relatives, friends and acquaint- 
ances. Most people are too busy to 
study the intricacies of life insurance. 
They must have confidence in the agent 
who interprets life insurance to them. 
He said that many men spend too much 
time with those who are not good risks 
or could not afford to pay for the insur- 
ance, 


PROSPECTING DESIGN 


A. H. Hiatt, Jr., superintendent of 
agents, in his talk agreed with Vice- 
president Whatley that 50 percent of the 
agent’s problem is prospecting. He said 
that he had asked many of the top sales- 
men and they agreed that there would 
be no problem if agents knew where to 
go. He asked, who are prospects? In 
the first place, a prospect must be able 
to pay for the amount of insurance that 
the agent advises. He must be in good 
health and have excellent character. The 
agent must be able to get an interview 
on a favorable basis. He must have 
needs which insurance is able to satisfy. 

He spoke of men heading large busi- 
ness organizations and then he said that 
it was folly for most producers to try 
to come in contact with such because 
they do not move in their circle and 
probably are not well enough acquainted 
with anyone who does to get an intro- 
duction. It is necessary in coming in 
contact with such a man to do so on a 
favorable basis. He said, therefore, that 
agents are losing too much time in at- 
tacking these major men. There are 
enough prospects in everyone’s business 
or social circle without attempting to 
reach too high. 


Should Qualify Prospects 


Mr. Hiatt said that an agent should 
qualify his prospects. First, come the 
people that one knows. Next would be 
to get leads from them as to people that 
they know. Then by observation and 
alertness, one can pick up prospects and 
finally there is the cold canvass method. 

Mr. Hiatt had written to a number 
of. the successful Aetna Life producers 
and he found that 32. percent of the 








prospects come from friends; 28 percent 
from customers that mean policyhold- 
ers; 14 came from referred leads; 12 per- 
cent from chance acquaintances; 15 per- 
cent from cold canvass. 

An expert service man asked about 
the last 10 cases that had been produced 
by many agents and it was found that 
50 percent came from friends and ac- 
qaintances, 20 percent from referred 
leads, 30 percent from cold canvass. 

Mr. Hiatt said that the man who has 
his eyes and ears open and is alert at 
all times can pick up leads, for example, 
from bridge parties. He hears about 
some child that has a birthday and he 
can see the father. In other words, he 
should be alert at all times to see any 
prospect coming his way. He urged all 
to be on their toes. He said that some- 
times people who try to sell an agent 
something are prospects. At all times 
an agent should attempt to know more 
people. His circumference of acquain- 
tanceship should be extended. Some- 
times letters can be used to good ad- 
vantage but they must not be relied upon 
too much. 

He said that the art of making friends 
is a big asset for any agent. New friends 
should be made all the time. Agents 
should have lunch with friends and ac- 
quaintances but not with other agents. 


Nests of Prospects 


He referred to “nests of prospects.” 
In other words when he is successful in 
getting an application an agent should 
ascertain whether there are not others in 
the same nest who would buy. Take, 
for example, junior chambers of com- 
merce. Those make good leads. He 
said that an excellent question asked is, 
“If you were entering life insurance 
work today who would be your first 
prospect and probably your _ best?” 
When an agent does make an approach 
he should have a definite program of 
some sort that is at least somewhat 
personal and excites interest. 

Mr. Hiatt said that an agent should 
always get names of friends or acquain- 
tances from a man who has taken a 
policy. The young executives today 
make good prospects, so are leading 
salesmen in the various lines. He spoke 
of one agent who used a rubber stamp 
on bills. that he pays reading, “and 
where do you buy your life insurance?” 

Mr. Hiatt said that successful news- 
paper reporters have a very strong nose 
for news that might be adapted to success- 
ful life insurance agents saying that they 
should have a very acute nose for pros- 
pects. A man may be an excellent pros- 
pect or not or he may be a good center 








Part-Timer Writes $199,000 
in Five Week Campaign 


J. P. Weninger, Allentown, 
Wis., banker and part-time agent, 
won the Northwestern Mutual 
Life’s five-week pacemaker cam- 
paign by writing 125 policies for 
$199,000. Mr. Weninger, who usu- 
ally writes only a few policies a 
year became interested in the 
campaign at an agency dinner in 
Oshkosh and pledged A. A. 
Hauser, his district agent, to 
write at least 10 policies durin 
the contest. Between July 1 oat 
July 12, Mr. Weininger wrote 105 
policies for $154,500 to end his 
campaign in a whirlwind. Alto- 
gether he insured 87 male lives for 
$159,500 and 38 females for $39,- 
500, prepaying 71 cases. Over half 
of his applications came from 
farmers. 











of influence. He said there are a num- 
ber of promotions these days in various 
enterprises due to the draft or military 
service creating vacancies. These, of 
course, are prospects. Defense indus- 
tries are improving buying conditions. 


Practical Points 


N. M. DeNezzo, field supervisor, gave 
some practical points in prospecting. He 
has been with the company 16 years in 
various departments. He suggested that 
an agent go to one of the head men in 
a business and ask him who in it gives 
promise of “going to town” during the 
next 10 years. He would call on a neigh- 
bor or ask him as he meets him to tell 
what one man in his acquaintance has 
been most successful in recent days. He 
said patent attorneys at this time are 
very good prospects. He advised get- 
ting in touch with younger and growing 
men. It is necessary to gain the con- 
fidence of a prospect. An agent should 
make it easy for the prospect to help 
him. Sometimes an agent may not be 
able to sell a man insurance but he 
probably can get him to give him some 
excellent names. 

Often it is a good plan, he said, to go 
to some acquaintance and describe the 
type of a man that the agent desires to 
contact. The agent should have in mind 
the conditions that should impel a man 
to buy insurance and then recite one or 
more of these to acquaintances and ask 
them who in their line of business or in 
their club fit the bill. He advised get- 
ting names of members of clubs from 
that angle, first going to the members 
with whom one is acquainted. Get all 
the information possible, said Mr. De- 
Nezzo, before a call is made. He said 
that more agents fail because of the 
people that they fail to see than those 
they fail to sell. 


PROSPECTING FORUM 








purchase life insurance. Mr. Lawson 
said that he did not attempt to solicit 
anybody who could not write his check ] 
for at least $100. He said his prospects 
list is built on this plan. He joined the | 


advertising club of his city, he is very 
active in his college alumni group, these 5 
being the only two institutional activi- 





There were six men who told about 
personal prospecting, they being T. R. 
Hemmons, of the Chicago agency; S. E. 
Smithson, Ft. Smith, Ark., president of 
the Ft. Smith Life Underwriters Asso- 
ciation, former president of the state life 
underwriters’ body; J. C. Wade of 
Evansville, Ind.; G. A. Lawton, Cleve- 
land; J. M. Tuthill, who is assistant gen- 
eral agent at Minneapolis, and R. W. 
Wilkinson, Grand Rapids, Mich. 

Mr. Hemmons is a champion of the 
endless chain method and follow up let- 
ters. He advised getting the telephone 
list of key men or executives that is 
found in the telephone directory of large 
institutions, it being the inter-office com- 
munication list. He advised not asking 
for an introduction or the use of a name 
from a friend that he desires to use as a 
center of influence. Mr. Hemmons be- 
lieves in the accident insurance ap- 
proach. He called attention to the fact 


- that there are 30,000 accidents a day and 


he knocks on wood, as he speaks to a 
prospect, hoping that he or the person 
that he is addressing will miss the list. 
Mr. Hemmons sends out five letters a 
day and then follows them up. He has 
found building directories a good source 
of prospects. Lists of doctors and 
dentists are very fertile. His experi- 
ence, he said, is that through the acci- 
dent insurance approach it is far easier 
to get life insurance prospects. 


Lawton’s Qualification Methods 


Mr. Lawton qualifies his prospects ac- 
cording to their needs. He discovered, 
he said, that his former system of quali- 
fyine prospects was wrong. He had 
too many people on his list who were 
unable to pay. Therefore, he wants to 
know first whether a man can afford to 






























ties in which he is professionally inter. JB Act 
ested. He kept informed about employ. J at « 
ment changes of these club members som 
and college people. General insurance 
lines, he said, can: be employed as an bee 
approach, especially fidelity bonds. In quit 
this way he has gotten considerable in- was 
formation from the application for fidel- on 
ity bonds. He said that when he has th 
been referred to someone by another : 
person he always reports the results to oo 
the nominator. That is of interest to Pen 
him. He hunts out those who are pur- Gull 
chasing tax exempt bonds. He said that 1,468 
he believed that now is the time to so- has 
licit salary allotment insurance on ac- book 
count of the increasing defense industry, ped 
Many concerns would not be interested paid 
before but now are very willing to listen, _ 
Smithson Active Locally owne 
Mr. Smithson is very active in Ft. 
Smith, Ark., church, civic and com- Ohio 
munity circles. He said that many of = 
his prospects have come from various Iowa 
drives in which he was a solicitor. A Nebr: 
J : Soutl 
number come from church acquain- Nort} 
tances. He always looks up the new Minn 
people that come to his church and com- Th: 
munity. He said that one-half of his are I 
income comes from group or wholesale = 
insurance. 
In making approach to some people Farm 
he refers to the local orphanage telling 
about experiences he has had with chil- Mr 
dren there, their desire to go home, their Lite 
‘ : ife 
being disconsolate because they have no pe 
fixed home or parents. He said that he said | 
always tells a story to a prospect who F days 
(CONTINUED ON PAGE 19) farm 
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LOWELL L. SCHWINGER 


One of the outstanding producers who |) **¢elle 


will speak at the annual convention of |) Mr. 
the National Association of Life Under- [)Work 2 
writers in Cincinnati, Sept. 15-19, will be (9, Pers 
Lowell L. Schwinger, Waterloo, Ia., dis- [ 4 his j 
trict agent Northwestern Mutual Life. © rsd - 

s i 





For eight years he has averaged over 100 
lives and in the last production club year 
he accounted for 134% lives for $517 
769. 
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Remarkable Record 
in Rehabilitation 
of Farm Properties 


Vice-president S. F. West- 
brook, Aetna Life, Tells 
What Has Been Done 


S. F. Westbrook, vice-president of the 
Aetna Life in charge of farm mortgages, 

- at one of the regional meetings told 
something about the experience of the 

' company with its farms that it had ac- 
quired under foreclosure. He said there 
was a huge acreage of farms thrown 
on different companies. For instance, 

' the Aetna Life alone had 4,738 farms 
ranging from the western boundary of 
Pennsylvania to Nebraska and from the 
Gulf of Mexico to Canada. It has 
1,468 that are unsold. He said that it 
has recovered on all substantially the 

' book value. However, some show an 
| operating loss inasmuch as the company 
_ paid considerable money to rehabilitate 
_ these properties. He gave some statistics 
' as to farms acquired and those now 
_ owned as follows: 


Farms Now 

Acquired Owned 
Ci) rere ee 268 77 
EGS oon accrerare ara-er edie’ 944 142 
[oO SBR cmecricr 201 48 
ES Coa vio dbcroraeea 786 389 
Me MOUNADIEN. io 'c sinew sw apse 96 16 
South Dakota, .. ices 54 16 
North Dakota ......<5 26 © 0 
Minnesota ...c.ccccoes 492 166 


That makes a total of 854,farms that 

' are now. owned in these states. In, the 

' southwest it had 1,865 farms and now 
owns 579. 


Farms Still Owned Are the Best 


Mr. Westbrook said that the farms 
_ now owned are the best. The Aetna 
Life made an effort to sell those most 
expensive to operate. Good farms, he 
said, make an excellent investment these 
| days on account of higher prices for 
| farm products. The company will not 
try to sell farms for less than they 
are worth. It has reached the posi- 
_ tion now where it can sit quietly by 
_and let the farmers come in and try to 
buy. The company has no hesitancy in 
_ saying “No” when the farmer bids too 
| low a price. There is an opportunity 
- for more selective prospecting now. 
He said that the Aetna Life is simply 
' making the rounds and endeavoring to 
| pick out property that it feels is worth 
while buying the mortgage on. He re- 
. ferred to one case, the Lincoln building in 
| New York City, which is near the Grand 
» Central station and built at a cost of 
» $11,600,000. It is a 54-story office build- 
ing facing on Madison avenue. It issued 
| $16,500,000 in bonds as the first mort- 
Sage and altogether it has invested 
' $28,000,000. In 1939, 80 percent was 
Prtented. The Aetna Life felt that it was 
'24 money making proposition provided 
"enough of the indebtedness could be re- 
/ duced. A foreclosure was made. It was 
» Suggested that the bondholders take one- 
i half in cash and $6,000,000 in bonds. The 
Aetna Life considered this a very good 
)Nvestment. It was made on a 3% 
‘ Percent basis for 20 years. 
a Pie Ranch in Texas 


) He told of a very large ranch propo- 


sition of 276,000 acres in Texas, which 
)Was producing essential food products. 
>The Aetna Life was able to get a very 
»¢xcellent loan on this property. 

»_ Mr. Westbrook in commenting on his 
work and that of others said that when 
4 person is not getting some fun out 


- |#of his job then there is something wrong. 


Pi ife insurance work he said offers a 
pPlendid opportunity to make a living 
; wee op one can get much satisfaction 
At it. 


Travelers Bill Is 
Vetoed by Gov. 
Green in Illinois 


Governor Green of Illinois has vetoed 
the “Travelers bill,” apparently as the re- 
sult of an opinion by the attorney-gen- 
eral holding that the bill was discrim- 
inatory. The bill would apply only to 
the Travelers. Former Insurance. Direc- 
tor Ernest Palmer had written the legis- 
lature opposing its passage. 

The bill provided in effect that com- 
panies transacting life, accident and 
other types of business for 10 years un- 
der the same charter shall have author- 
ity to continue to do so. Travelers writes 
life, accident and health, workmen’s 
compensation and public liability lines. 

The Illinois insurance code, which be- 
came effective July 1, 1937, provided 
that a company writing life, accident 
and health could not write other types 
of insurance under one charter. A com- 
pany that had been so doing, however, 
was given a maximum period of six 
years in which to adapt itself to the new 
regulations, a three-year grace period 
plus renewal for three years at the dis- 
cretion of the insurance department. 
This means that Travelers would have 
at most until 1943 to get in line. 

The Travelers has been. rearranging 
the flow of its business ever since the 
insurance code went into effect so that 
compensation and liability would go 
through Travelers Indemnity. It reports 
this business through the Travelers in 
all states except Illinois so that Illinois 
is the only territory in which its regular 
procedure differs. 

The company might attempt to secure 
passage of the bill again in two years, 
when the legislature will hold its next 
regular session, or it might take some 
court action to determine the matter. 
The latter course is regarded as unlikely. 

Aetna Life, which originally was set 
up on the same basis as the Travelers, 








Many Medical Examiners 
Go Into Military Service 


Some of the insurance com- 
panies are now finding that many 
medical examiners in various sec- 
tions have gone into military serv- 
ice. Many of them were prathe 
reserve list and have been, called 
to the colors. Some companies 
say. that their organization is well 
stripped. Some 950 doctors have 
been inducted into the service. The 
medical directors, therefore, are 
hard at work building up a new 
organization, 








completed a switchover a few years 
ago. 

Governor Green’s veto may force 
Travelers to organize Travelers Life In- 
surance Co., which was authorized at 
the recent session of the Connecticut 
legislature, according to the Hartford 
“Courant.” 





List Home Life Agency Awards 


Home Life of New York has chosen 
the four winners of the second quar- 
ter award for agency building progress. 
Those selected were the Victor M. 
Shewbert agency, Pittsburgh; the John 
C. McNamara agency, New York City; 
the Leo Minuskin agency, Paterson, 
N. J., and the Otis M. Barry agency, 
Jackson, Miss. 





Insurance Course for Lawyers 


Prof. George Stevens of the school 
of law, University of Louisville, will 
conduct a course in insurance at the 
second term of the summer school at 
Ohio State University, Columbus, July 
22-Aug. 29. The course is open to 
practicing attorneys. Professor Stevens 
is a graduate of Cornell and a member 
of the New York bar. 








to thank you for it. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Monthly Income 20 Years 


Her husband, insured in 1908, died in 1921, and thereafter 
for 20 years she regularly received monthly income checks 
each of which, with interest, amounted to about $75. When 
the last monthly income check came due, she wrote :— 


“With a sense of deep gratitude I shall receive my last 
installment from the Company, and though some people 
might say that I was entitled to all this money, I still want 
What I would have done without this 
sum always arriving so regularly, I can’t imagine. 


“T was left with seven children, five of them dependent at 
my husband’s death. The oldest daughter had just shortly 
been married to a doctor abroad. The oldest son, eight years 
before, had entered the Naval Academy at Annapolis, where 
my husband had been graduated, and, because he served in 
the Spanish-American War, entitled me as widow to a pension. 


“All but one of the younger children received a college 
education during the ensuing years. 


“You may be sure I believe in insurance and have advised 
the men I have met to provide for their wives as I have been 
fortunate to have been provided for.” 


*& *& 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


+ 


JOHN A. STEVENSON 
President 

















Kansas City Life 


Completing Deal 
for Midland Life 


Purchaser Close to 
Half Billion in Force 
with Transaction 


KANSAS CITY—Kansas City Life 
has purchased Midland Life. Directors 
of the latter have approved the sale, and 
stockholders will meet on August 9 
final 


to consider ratification of the 





W. E. BIXBY a4 


transaction, which is expected to be 
completed before Sept. 1. 

The price paid by Kansas City Life 
for the Midland was said to be $750,000. 

The purchase will give Kansas City 
Life an additional $8,000,000 in assets 
and $38,600,000 of life insurance in force. 
This will bring the total number of 
policyholders to 272,000 with $497,000,000 
insurance in force. The company ex- 
pects to pass the one-half billion dollar 
mark by the end of the year with the 
addition of the Midland business. Ag- 
gregate assets of $126,000,000 after the 
merger is completed will give Kansas 
City Life $7,000,000 over all liabilities. 


Assumes Agency Plant 


Kansas City Life will acquire addi- 
tionally from the transaction the agency 
plant of Midland Life. It will take over 
Midland’s clerical and agency staff, and 
will carry out the company’s contracts 
with agents and with policyholders. Both 
companies have a retirement plan for 
agents. 

Daniel Boone. president of Midland, 
and Walter J. Bales, vice-president and 
treasurer, will join Kansas City Life as 
vice-presidents. Mr. Boone’s health has 
not been particularly good in the last 
few years, and while both he and Mr. 
Bales will continue in the life insurance 
picture, they will not have the manage- 
ment burden which they have been car- 
rying in the Midland. Mr. Bales will 
assist in the investment department with 
particular attention to the Midland 
assets. 

Mr. Boone and W. E. Bixby, presi- 
font Kansas City Life, negotiated the 
sale. 

As of Dec. 31, 1940, Midland Life had 
capital of $100,000, surplus of $188,000 
and assets of $7,704,000. Its total in- 
surance in force was $38,018,000. 

The company was founded in 1909 by 
Mr. Boone’s father, the late Daniel 
Boone, Sr. Mr. Boone became president 
shortly after his father’s death in 1920, 
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and Mr. Bales has been in charge of the 
company’s investment department since 
it was organized. Mr. Boone entered in- 
surance in 1879 as clerk for New York 
Life. Later he was cashier and under- 
writer for that company. 

The company is considered sound and 
well managed. Its net rate earned on 
all assets in 1940 was 4 percent. Its 
assets are rated high. While it is 
licensed only in Kansas, Missouri and 
Texas, it is operated aggressively in 
those states, though with emphasis on 
quality business. 

The management personnel of the two 
companies always has maintained close 
and friendly relations. 

As of Dec. 31, 1940, Kansas City Life 
had $117,308,504 in assets; capital of 
$1,000,000, and surplus of $6,390,308. 
Insurance in force was $455,159.138. In 
1936 it reinsured Continental Life, St. 
Louis, which increased its insurance in 
force materially. It operates in 40 states 
and the District of Columbia. 


Stock Goes at $75 a Share 


Stock of Midland Life has been quoted 
round $20 a share for some years. It 
was issued at $25. As a result of the 
present transaction, stockholders will re- 
ceive in the neighborhood of $75 a share, 
it is understood. The company has paid 
dividends, starting in 1915, in 18 of the 
26 years. , 

O. C. Thornton, vice-president in 
charge of agencies, of Midland since 
1934, and L. H. Vetter, secretary and 
actuary, have not announced their future 
plans. Mr. Thornton’s management 
duties have extended beyond those of 
the agency department, particularly 
since Mr. Boone’s health has not per- 
mitted full-time business activity. Mr. 
Thornton and Mr. Vetter developed the 
retirement and annuity plan for Mid- 
land agents. Original with the company, 
the plan was the forerunner of many 
similar plans since adopted by others 
and resulted in reducing agency turn- 
over to a minimum. 





Ruling on Securities Issued 
by Minnesota Commissioner 


ST. PAUL—Commissioner Johnson 
of Minnesota has set forth rules and 
regulations regarding the deposits of se- 
curities by insurance companies. 

No registered securities will be ac- 
cepted for deposit unless registered to 
“commissioner of insurance” for the 
benefit of all policyholders of the de- 
positors. Securities deposited will be 
limited to those permitted under Sec. 
3319 and other statutes governing de- 
posits. 

Mortgage deposits will be accepted 
only in accordance with provisions of 
the law and they must be accompanied 
by an assignment to the commissioner 
of insurance. In all cases where mort- 
gages are deposited, credit toward the 
deposit will not exceed the value of the 
lands secured without regard to im- 
provements. Independent appraisals on 
the value of the land must be filed to 
enable the department to determine the 
allowable value of the mortgages de- 
posited. 

These new rules are effective at once 
and will apply on all deposits hereafter 
made as well as on all replacements of 
securities. 





H. C. Lawrence Campaign 
Is Given a New Impetus 


The Newark Life Underwriters Asso- 
ciation is conducting a vigorous campaign 
for H. C. Lawrence, Lincoln National 
Life manager there, for trustee of the 
National Association of Life Underwrit- 
ers. A new idea in publicity was 
used. The mailing piece represents the 
first and last pages of the New York 
“Herald-Tribune.” Included with the 
usual world news is a special headline 
and article devoted to the record of Mr. 
Lawrence. A regular front page article 


has been lifted and the Howard Law- 
rence story substituted. Mr. Lawrence 
has addressed local associations in dif- 
ferent parts of the country. 


Wholesale Insurance Plan N.- Y. Department to 


Is Well to the Front 


By A. R. JAQUA 


In THe NATIONAL UNDERWRITER for 
July 25 are five items, each a signpost, 
and each pointing in the same direction. 

1. Dr. C. E. Albright, of the North- 
western Mutual in Milwaukee, has written 
a pension plan for Chrysler Corporation 
executives, representing 1,535 policies, to- 
taling $8,404,000. 

2. Employers and C.I.0. Union Gar- 
ment Workers throughout the country are 
considering the adoption of a group life, 
accident and health insurance plan. It is 
said there are 250,000 workers who 
would become eligible. 

3. Washington, D. C. Agent Melville 
Menefee qualified for the Million Dollar 
Round Table (he sells to officers, wives 
and children, mostly on a salary savings 
basis). 

4, The key to open a locked door ts 
in the hands of every agent who has a 
payroll deduction plan to offer. Minne- 
sota Mutual now has it in operation in 
over 500 firms. 

5. S. H. Kress & Co., with 250 stores, 
has completed an insured pension trust, 
the employes’ contribution being less than 
6 percent. 

_ 6. Aetna Life top men study prospect- 
ing. 


Business Is Going Wholesale 

What do those items mean? They 
mean that the business is going whole- 
sale and that, therefore, individual 
agents without group plans, without sal- 
ary savings plans, without pension trusts 
are finding that their market is narrow- 
ing. 

Thousands of concerns have payroll 
deduction or salary savings plans. One 
company has 1,800 such plans in opera- 
tion in one state. The man with two 


or three such plans has what amounts 
to a perpetual lease on a valuable busi- 
ness corner, and outside agents find it 
relatively hard to sell insurance to such 
employes on the regular quarterly, semi- 
annual or annual basis. 

What chance has an individual agent 
to sell life insurance to employes in a 
concern that has group insurance, that 
has salary saving insurance and that 
perhaps has a pension trust where em- 
ployees making $250 a month or over 
can put in up to 6 percent and have 
that 6 percent matched by the company? 


“Pep” Dawson’s Comment 


Some agencies and some companies 
write from 10 to 25 percent of their 
business on wholesale plans, and the 
proportion is increasing. C. Preston 
“Pep” Dawson, of New York City, who 
certainly knows most of the answers, 


ays: 
“Wholesale insurance is here to stay. 
The days when, if a man wanted life in- 
surance, he was offered ordinary life 
and had to like it, on the annual pre- 
mium basis and had to like it, are gone. 
We are going to sell people what they 
want the way they like to buy it.” 


Two Suggestions Made 


This is not to suggest that all of the 
life insurance five years hence will be 
purchased under some wholesale plan, 
nor the half of it, nor perhaps three- 
quarters of it. And the skilled services 
of trained underwriters are equally as 
essential under wholesale plans as un- 
der individual plans. But it is to sug- 
gest that a lot of the cream is being 
skimmed by wholesale plans which 
makes the prospecting problem more 
acute for others. Authorities indicate 
that smart company management with 


Appeal Decision 


in Reciprocal Case 


NEW YORK—tThe insurance depart. 
ment has indicated it will appeal the 
decision of the appellate division of the 
state supreme court in the case of the 
Warner reciprocals, Chicago, against 
Superintendent Pink. 

The decision held that the reciprocals 
since they consummate contracts in Chi- 
cago and not in New York state, and 
since they have no agents or represen. 
tatives in the state with power to bind 
the reciprocals, are not “doing business” 
in the state. Consequently New York 
does not have the power to regulate the 
reciprocals’ business, and the applicable 
statutes are invalid. 

The decision may, the department be. 
lieves, exert a considerable effect on its 
supervisory powers, hence the appeal, 

While the New York court’s opinion 
is regarded as significant by insurance 
men, it does not put forward a new legal 
doctrine. There have been several other 
cases in both life and fire insurance jn 
which the courts have held that the 
state in which assured was located did 
not have control over the insurer, on the 
same basis as in the present case, that 
the insurer completed the contract else. 
where. 








the welfare of their field force at heart 
might well attack the trend from two 
angles: 


1. Push wholesale plans and do it & 


now. 
2. Inaugurate, and as_ experience 

grows, elaborate prospecting help for 

those undewriters who need it. 





Sell more accident with “Why Disabil- 
ity Insurance” booklets. 100 copies $2 


Order from National Underwriter, 175 W. 


Jackson Blvd., Chicago. 








Ralph R. Lounsbury, President 
W. J. Sieger,V. P. & Sup’t. of Agencies 







A few territories open to alert, 
ambitious men who can meet 


our strict requirements. 


NATIONAL LIFE 


Insurance Company..Montclair, N. J. 
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New Theories May 
Be Here to Stay 


Bucking Trend Foolish, 
Penn Mutual Head 
Says at Chicago Meeting 


The new economic theories and prin- 
ciples promulgated by those in power in 
Washington have been adopted so ex- 
tensively that it is by no means certain 
that the theories now held can persist, 
John A. Stevenson, 
president Penn 
Mutual Life, said 
at the company’s 
Chicago regional 
conference in the 
Edgewater Beach 
Hotel. Declaring 
attempts to buck 
the trend foolish, 
Mr. Stevenson said 
his company was 
attempting to un- 
derstand the new 
theories and adjust 
itself to them. He 
told of the weekly ‘ 
conferences which the officers have with 
an eminent, non-partisan economist 
from Washington that they might bet- 
ter interpret the changes in official and 
public thinking. Despite the further 
changes the future promises, Mr. Stev- 
enson said that he felt optimistic for life 
insurance. He expressed belief that this 
is the eve of the greatest development 
in history, because of the high premium 
that is and will be placed upon security. 

The conference was attended by 215 
Penn Mutual representatives from the 
13 agencies in the midwestern territory. 
Thos attending from the home office in 
addition to President Stevenson were 
Eric G. Johnson, newly chosen vice- 
president; E. Paul Huttinger, second 
vice-president, and Urban F. Quirk and 
Louis J. Oswald, Jr., of the agency de- 
partment. Arrangements were made by 
General Agents Leon LaBounta, 
St. Paul; Samuel B. Gregory, Fort 
Wayne, Ind., and James M. Royer, 
Chicago. 


John A, Stevenson 


Seminars Occupy Day 


The first full day was occupied with 
seminars in which informal discussion of 
problems and procedure was _ partici- 
pated in by all present. After an ad- 
dress of greeting by Vice-president 
Johnson, the representatives were di- 
vided into eight divisions which con- 
vened in separate rooms. This partici- 
patory procedure, a departure from 
usual convention practice, met with a 
great deal of success, and, despite the 
heat, the agents worked up consider- 
able excitement. At the next day’s 
meeting, General Chairman La Bounta 
introduced the agents presenting the 
most interesting ideas, who in turn gave 
a resume of their suggestions to the 
audience. 

_ The conventioneers were given ample 
time to enjoy the recreational facilities 
offered and several informal get-to- 
gether dinners with entertainment were 
on the Program. The wives had a spe- 
cial session at which they were ad- 
dressed by various company men who 
explained to them the part a wife can 
Play in aiding a successful life under- 
writer. At the final session, members 
ot the W. A. Alexander agency, Chi- 
Cago, presented an effective skit, “John 

- Agent, Esquire.” 


Emphasis on Research 


President Stevenson told of the 
strides Penn Mutual has made in re- 
Cent years in the direction of research. 
“© Impressed hearers with an account 
ot the exhaustive length to which the 
company goes in a study of fundamen- 
The 
: € young mathematicians 
uating from colleges over the coun- 


tals before any moves are made. 
Cream of th 
grad 


try have been employed by Penn Mu- 
tual, he said. With the aid of such 
men, the company has been able to keep 
track of what it is doing and what com- 
petitors are doing and proceed accord- 
ingly. “We feel that the time has come 
when company moves must be substan- 
tiated by more than executive whims 
and based on factual data,” he said. 

Mr. Stevenson emphasized the deter- 
mination of his company to accept only 
the best agent material. He expressed 
implicit faith in the strict aptitude tests 
Penn Mutual has adopted and cited ex- 
amples of the favorable results obtained. 
Declaring that the policy was based on 
the adage, “A company is known by the 
men it keeps,” he described a good 
agent as the best public relations man. 


Numerical Rating Typical 


He characterized the numerical rat- 
ing plan for risks as typical of the thor- 
ough, practical, mathematical way in 
which the company goes about evaluat- 
ing all its problems. Throwing the ulti- 
mate responsibility for selection of good 
average risks on the agent, he described 
the improvements Penn Mutual has 
made in mortality through the coopera- 
tion of general agents and agents. “We 
have tried to strike a happy medium,” 
he said, “realizing that too many bor- 
derline risks make for unbalance and 


Cash Surrenders 
More Prevalent 


People Are Preparing 
for Paying of Large 
Income Tax 


NEW YORK—Faced with the ne- 
cessity of handing over large sums of 
cash to the government next year in 
payment of sharply increased personal 
income taxes, quite a few wealthy pol- 
icyholders are already beginning to sur- 








that it does not pay on the other hand 
to be too pernickety.” 

With the aid of a series of charts, Mr. 
Stevenson outlined the company’s in- 
vestments which he said amazed the 
SEC investigators with their soundness. 
He declared that 91% percent of the 
bonds held by the company were above 
“A” rating and that the number of 
mortgages was being increased daily to 
bring the portfolio into perfect balance. 
He termed the company’s operating on 
a budget a feat seldom successfully 
practised by so large an organization. 


render their life insurance in large 
amounts. These surrenders are occur- 
ring on policy anniversary dates and 
have been coming through in increasing 
amounts since it became obvious that 
extremely heavy tax payments would 
have to be paid next year. The largest 
individual amount so far is reported to 
be $500,000 on a line of ingurance 
amounting to some $2,000,000. 


Little in Way of Prevention 


It is expected that there will be a 
good many more of these surrenders for 
paying income taxes. There is not 
much that anyone can do to prevent 
them. The insured who has a large in- 
come and a large amount of insurance 
finds that he has to raise money from 
somewhere if he has not had the fore- 
sight, as few have, to begin cutting 
down his scale of living so as to be able 
to meet the added tax burden out of 
1941 income. He is compelled to raise 
the money to pay his income taxes. 
Since he is not under any such compul- 
sion to pay his life insurance premiums 
it is inevitable that the insurance will 
be sacrificed in the case of those who 
have no other means of raising ready 
cash in large amounts. 





Order four copies of Albert Hirst’s 
“When a Man Dies” for $1 from National 
Underwriter. 





Stand Up 





How to Make 
a New Year’s 
Resolution 


Years of experience have proved that 
many January Ist resolutions are short- 
lived. Resolutions on the volume of the 
year’s business made by LNL field men 
have, however, a powerful support in the 
agent's Plan Sheets. This simple item helps 


THE LINCOLN 
INSURANCE 


Fort Wayne 





Geared To Help Its Fieldmen 





carry many an LNL man through to the 
filling of his quota and his New Year's pro- 
duction resolution. Under the plan, this 
forecast works all year long in stimulating 
quota production. It is just as helpful in 
October as it is in June. 


COMPANY 


Indiana 
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Urges Realistic 
View of Inflation 


Attorney Suggests Real 
Estate and Stocks 
as Hedge 


SARANAC LAKE, N. Y.—While 
most life insurance men in this country 
have taken an optimistic view of pos- 
sible inflation and its effect upon their 
business, Henry S. Moser, Chicago at- 
torney, presented a realistic study of the 
subject at the Federation of Insurance 
Counsel meeting here. 

The Federation elected Henry B. 
Walker, Evansville, Ind., president, suc- 
ceeding H. B. Rollins, Baltimore. The 
six vice-presidents elected are Russell H. 
Matthias, Chicago; Henry S. Moser, 
Chicago; Charles A. Noone, Chattanoo- 
ga, Tenn.; Harley McNeal, Cleveland; 

Pr: Mudd, Birmingham, Ala., and 
Michael AG Pendergast, Boston. Three 
were added to the board of governors: 
Mr. Rollins; C. M. Smith, New York, and 
Glenn Dougherty, Milwaukee. The new 
officers were installed at the annual ban- 
quet Tuesday evening. 

Mr. Moser examined in detail the 
effect of post-war inflation in Germany 
and in France on life insurance com- 
panies, and then made several recom- 
mendations. 


Real Estate a Hedge 


Position of French companies turned 
out to be much more favorable than that 
of the German because the former had 
a sort of a protective gird against in- 
flation in the form of gold assets. The 
real estate in the hands of the French 
firms was another, even if only a tem- 
porary, hedge. Real estate was a hedge 
in the case of German companies to the 
extent of about 15 to 20 percent of the 
original investment values and to an 
even greater extent in the case of 
French companies. Equity stock offered 
some protection to companies in both 
countries. Gold maintained its value 
100 percent through the monetary up- 
heavals. 

U. S. companies may not, of course, 
invest in foreign assets or in gold. Real 
estate in such circumstances is, there- 
fore, their most important hedge, if any 
hedging is to be done, Mr. Moser said. 

Real estate presently owned or here- 
after acquired by insurance companies 
should be held and not disposed of, he 
recommended. 

Statutes which require disposition of 
real estate holdings by insurance com- 
panies within a prescribed period should 
be liberalized. Insurance commissioners 
should be practical in administering such 
statutes. Companies incorporated in 
states whose statutes authorize insur- 
ance companies to invest in common 
equity shares should acquire a reason- 
able amount of such shares. 


Price Rise Dangerous 


Mr. Moser believes that the U. S. 
companies will have no problem if the 
price rise in the U. S. is one of short 
duration, Continued maintenance or non- 
maintenance of the price plateau at 
which the U. S. may arrive at the end 
of the defense or war emergency will 
be decisive. 

German companies were brought 
closer to ruin by inflation than by the 
extraordinary increase in death claims 
that resulted from the war. As a result 
of inflation they lost approximately 93.5 
percent of their assets, 79.8 percent of 
their insurance in force, and 95.6 per- 
cent of their investments. Policyhold- 
ers suffered even more. The French ex- 
perience was not so severe, but in spite 
of the fact that it was on the winning 
side in the war much the same thing 
occurred in France as in Germany. As- 
sets in some cases declined as much as 
82 percent. French companies, none of 
whith went bankrupt, were virtually 
saved from total catastrophe by invest- 
ments in real estate and to a lesser ex- 


New Officers Elected by 
Houston Managers Group 








E. P. HORNE 


At the annual meeting of the Hous- 
ton (Tex.) General Agents & Managers 
Association, E. P. Horne, manager of 
the home office agency of the Great 
Southern Life, was elected president. 

Other officers are Harold J. Rossman, 
Equitable Society, vice-president, and 
A. T. Everett, Phoenix Mutual Life, 
secretary-treasurer. 











tent by their investments in stocks and 
foreign assets. 

While the U. S. probably will not be 
a defeated country, have a revolution, 
lose its gold, have to pay reparations, 
or, as in France, be forced to purchase 
increasing amounts of government secu- 
rities while declining, Mr. Moser be- 
lieves that American life insurance 
should watch the present situation 
closely and prepare itself against the 
“remote possibility that these things 
may happen here.” 

He suggested that we avoid being 
deluded by an upturn in business. At 
the beginning of price inflation insur- 
ance business picks up along with busi- 
ness in general. Operating expenses 
rise but by no means in proportion to 
the increase in revenue. The increase is 
due to expanding sales of policies which, 
in turn, arise from the plethora of funds 
in the hands of the public. Income in- 
creases, more policies are purchased, and 
the position of companies is strength- 
ened. 


Second Stage 


The trouble comes after this first 
stage is over; that is, when prices have 
risen substantially and prospects indi- 
cate that the rise in prices will con- 
tinue. Then—and this is usually after 
the war or emergency is ended—things 
take an entirely different turn for all 
businesses. People become apprehensive 
of the future purchasing power of cur- 
rency and look for investments which 
hedge on inflation. 
ditions in the United States, 
policies are not likely to be regarded as 
such a hedge if the price rise is sus- 
tained over a long period. Whether or 
not the prospect of higher prices is to 
be permament or of an extended dura- 
tion depends on many circumstances, 
such as duration of the war or other 
emergency, the actual and anticipated 
financial policies of the government, etc. 
Important also is whether or not the 
price trend is connected with currency 
depreciation or with changes in the gold 
content of money. 


Too Many Companies 


About 325 legal reserve life compa- 
nies are now active, and this number 


will be considerably reduced, Alfred M. 
Best of the publishing firm ‘bearing his 
name told attorneys. 


Many are so small 


no amount of penny pinching can keep 
their expenses in proper proportion. In- 
terest earnings in the past were enough 
in excess of those required to maintain 
reserves to keep these small companies 
growing. Not now. 

Mr. Best believes companies should 
go through the present war situation 
satisfactorily. 


Reduce Real Estate Holdings 


Properties owned by the Home Own- 
ers Loan Corporation, banks, life insur- 
ance companies and savings and loan 
associations were reduced considerably 
during 1940, according to a release put 
out by the Federal Home Loan Bank 
Board. Life company holdings were 
reduced $120,000,000 or 21.3 percent. At 
the end of 1940 life companies held $443,- 
431,000 of residential real estate of which 
$209,631,000 represented one to four fam- 
ily structures and $233,800,000 non-farm 
dwellings containing five or more units. 


STOCKS 


H. W. Cornelius of Bacon, Whipple ¢ 
Co., 185 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as .of July 28, 1941: 








Par Div. Bid Askeg 
Aetna Life .... 10 1.40* 28% 30% 
Conn. Genl. .... 10 80 26% 28% 
Contl. Assur.... 10 2.00 34 37 
Life @& Cas...,.. 3 -50 10 ll 
Lincoln Natl.. 10 1.40* 29 31 
New World Life 10 .30 


N. W. Natl. Life 7.50 .30 

Ohio Natl. Life. 10 1.25 25 28 

Old Line Life... 10 .60 10 12 

Travelers 415 

Wis. National.. 10 1.00 16 18 
*Includes extras. 





W. J. Rupert, secretary to the Sun 
Life of Canada’s president, and L. J, 
Brown of the actuarial department have 
received the degree of fellow of the 
Actuarial Society of America. 





Under present con- ‘ 
insurance - 


responsibility to 


Home Office 





A man is known by the Company he 
keeps—and by his conception of the 
obligation to serve his clients 


honestly and competently. 


A Company is known by the men it 


keeps—and by its acceptance of the 


them achieve even greater success. 


Great Southerners and their Com- 


pany are going forward together. 


We need more men like these! 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


continually help 


Houston, Texas 

















= beet . _ 



























August 1, 1941 





LIFE INSURANCE EDITION 











Mobilize Life Agents 
for Government Help 


Strong Committee Is 
Named to Assist in Nation- 
al Defense Savings 


The National Association of Life Un- 
derwriters has appointed a committee 
for National Defense Savings. By iF. 
Wright of Chicago, its president, heads 
the committee. Other members are J. A. 
Witherspoon, Nashville; Grant Taggart, 
Cowley, Wyo.; . E. Barton, New 
York; Judd Benson, Cincinnati; C. J. 
Zimmerman, Chicago; L. M. Buckley, 
Chicago; E. Carson, Milwaukee; 
Kenneth Cassidy, San Francisco; O. 
Sam Cummings, Dallas; R. G. Engels- 
man, New York; A. T. Haley, Greens- 
boro, N. C.; J. H. Wilson, Oklahoma 
City; W. V. Woody, Chicago. 

G. F. Johnson, field director of the 
National Defense Savings staff in 
Washington, D. C., was present at the 
organization meeting of the committee 
which plans to offer the services of the 
life agents to the government to aid in 
National Defense program. Mr. Wright, 
in announcing the purpose of the com- 
mittee, said: 


Purpose of the Movement 


“With the increasing seriousness of 
the national emergency, the life agents 
of the country are desirous of rendering 
their nation the same high degree of 
service rendered in the days of 1917 and 
1918. Everyone who lived through the 
days of World War 1, knows of the 
great contribution made by the life in- 
surance agents of the United States and 
we want to be of equal or even greater 
service in the present crisis. 

“No one in America has a keener in- 
terest in and appreciation of the neces- 
sity of preserving our democracy than 
has the life agent. Life insurance is a 
vital part of the democratic way of life. 
One of the fundamentals upon which 
our democracy is built is our relatively 
high degree of family security, and life 
insurance is today in America the great- 
est single factor in providing family se- 
curity, 65,000,000 Americans owning 
policies. 


Close Contact with Public 


“Furthermore, the life agents of this 
country, day after day in constant, close 
contact with the public through the 
servicing of their 125,000,000 life in- 
surance policies represent one of the 
really unique and effective instruments 
of service by which great numbers of 
Americans in all corners of the country 
and all walks of life can be quickly and 
effectively reached. We hope to be of 
aid to the National Defense program 
and to the all-out effort of the Amer- 
ican people to preserve intact the de- 
mocracy which has reached its greatest 
heights here in our time.” 


Cal. Department Separate Entity 
SAN FRANCISCO—Under a bill 
signed by Governor Olson, effective 
about Sept. 15, the California division of 
surance will be restored to its former 
Position as a separate governmental en- 
tity and will thereafter be known as the 
department of insurance. This change 
sneer in the bill which increases the 
issioner’ 
oy er’s salary from $6,000 to 
About six or seven years ago many 
of the _governmental departments in 
California were grouped into special de- 
Partments. Under that plan the insur- 
ance department became the division 


of insurance of the department of 
Investment, 


Manning Returns to Milwaukee 


Frank J. Manning, formerly manager 
of the Milwaukee Sherman Park district 
. the Prudential, has returned to his 
me Post after four years as manager at 

foria, Ill. E, R. Lehman goes from 

ilwaukee to take the Peoria post. 


New Men Average $208,000 
in First Year, Win Honors 














The six new members of the Penn 
Mutual President’s Club for new organ- 
ization visited the home office for two 
days and met with President J. A. 
Stevenson. Each of these men in his 
first year had written more business 
than any man who began in the same 
month he did. Five won in competition 
by both volume and lives. They came 
from Colorado, Illinois, Kentucky, 
New York, Pennsylvania, California and 
Michigan. 

President Stevenson was host at a 
luncheon attended by all executive offi- 
cers and two trustees, then the visiting 
agents inspected various departments. 

R. H. Whitfield, C. E. Eddleblute 
agency, Denver, was volume and lives 
winner, paying for 60 lives for $145,866. 
E. Rosenheim, Stumes & Loeb 
agency, Chicago, was volume and lives 
winner, paying for 53 lives for $296,280. 
A. L. Hallenberg, Arthur W. Finley 
agency, Louisville, was volume and 
lives winner, paying for 86 lives for 
$241,782. 


Others Making the Trip 


L. J. Heilbron, R. G. Engelsman 
agency, New York City, was a volume 
winner with $177,500 on 31 lives. He 
formerly had a seat on the stock ex- 
change. T. A. Jovick, J. Curry 
agency, San Francisco, was volume and 
lives winner, with $102,543 on 30 lives. 
He formerly was associated with West- 
ern Union and became a control super- 
visor for Home Owners Loan Corpora- 
tion. C. C. Gravengood, W. H. Nich- 
olls, Jr., agency, Grand Rapids, was a 
lives winner with 42 lives for $163,386. 
He now is in the army. 

An interesting point about this group 
of first-year champions is that their 
average age is 41, which is higher than 
usual, and their production was higher 
than usual for new men, averaing $208,- 
167 on 53 lives. 


Rickey Silent on Report 
of Insurance Job Offer 


ST. LOUIS—Branch Rickey, vice- 
president and general manager of the 
St. Louis Cardinals, rumored to be with- 
drawing from baseball to accept a posi- 
tion at over $50,000 a year as an agency 
department executive of a large eastern 
insurance company, remains noncommit- 
tal on the subject. Mr. Rickey has 
neither denied nor affirmed that he will 
take such a course at the termination 
of his five-year contract with the Car- 
dinals. 

Those who credit the report point out 
that Mr. Rickey has been a frequent 
speaker at life insurance meetings in St. 
Louis, having spoken at ‘a meeting of 
the National association thete and for 
many years having been .a speaker at 
the annual life insurance’ week break- 
fast meetings. On these occasions he 
has proved himself dynamic and en- 
thusiastic about the business. If any 
offer has been made, at more than 
$50,000 or not, it is felt that Mr. Rickey 
would give it consideration. 





Good Canadian Health Record 


OTTAWA, CAN. — War strain has 
failed to undermine the health of the 
Canadian people, according to statisti- 
cians at the Metropolitan Life’s Cana- 
dian head office here. Among insured 
families, the death rate for 1940 was 12.1 
percent lower than the average rate for 
the preceding five years. The rate de- 
clined for practically every age, among 
both men and women. 

Influenza and pneumonia mortality 
was 40 percent below the average rate 
for the five preceding years, despite last 
winter’s flu epidemic. 





Five copies of “Problems of the Smaller 
Estate” by Attorney G. B. Rogers cost $1. 
Order from National Underwriter. 


FROM LIFE 


STORIES 














“THEY HELPED US SAVE THE FARM” 


Life insurance does not always have to stick until death or 


maturity to be of tremendous human benefit. Sometimes it 
helps most when used along the road of life instead of at its 
end. 


For instance, a policyholder, who over the years had borrowed 
heavily against his Provident policies until there was very little 
equity remaining, writes us as follows: 


“After much consideration I have decided to close my three 
policies with your company. They are No. 274779, No. 350926 
and No. 381341. They have done great things for me. They 
helped me finish my university career with a Doctor of Educa- 
tion degree. They gave me two trips to Europe. Finally, they 
saved my own real estate during the depression, and saved the 
farm of my sisters and brother. 


“I ONLY HOPE THAT LIFE INSURANCE WILL DO FOR OTHERS 
WHAT IT HAS DONE FOR ME.” 


In effect, this man “matured” his policies when he felt he needed 
the money most. Reserve values must not be disregarded in 
evaluating the great services of life insurance to those who pay 
the premiums. 
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Backlisted Firms 
Large, Influential 


Play Big Role in 
S. A. Politics, Economics; 
More Suspect 


Of the seven South American insur- 
ance companies named on the govern- 
ment’s blacklist, five are of major size, 
controlling important blocks of invest- 
ments and wielding considerable influ- 
ence in the political as well as the eco- 
nomic life of their respective countries. 
If, as many in touch with the situation 
aver, there are at least a dozen others 
of similar importance which should have 
been included, the evidence of the extent 
of axis insurance control is extensive. 

Aseguradora Argentina, of Buenos 
Aires, is an Italian controlled company 
and is an affiliate of the Italian com- 
pany, Riunione Adriatica di Sicurta. It 
has an Italian general manager and is 
staffed largely by Italians and Argen- 
tines of Italian descent. It writes a 
substantial volume of fire and casualty, 
including hail, automobile and plate 
glass. 

El Fenix Sudamericano, Buenos 
Aires, is controlled by Argentines of 
German descent. The concern was es- 
tablished in 1920 and writes reinsurance 
only on fire; casualty, marine and life. 


Controlled by Germans 


Germano-Argentina, of Buenos Aires, 
controlled by German nationals, is writ- 
ing fire, casualty and life. The presi- 
dent, vice-president and general man- 
ager bear German names. 

General of Italy, Rio de Janeiro, 
Brazil, is controlled by Italians and 
staffed by Italian nationals and Brazil- 
ians of Italian or German descent. The 
Brazilian general manager bears a Ger- 
man name and his two assistants Ital- 
ian. The company, established in 1921, 
writes fire, casualty, marine and life. 

La Italia of Valparaiso, Chile, is also 
Italian owned. The president, vice- 
president, general manager, and a good 
portion of the staff are either Italian na- 
tionals or naturalized Italians. 


Camouflage Identities 


These companies were all obviously 
pro-axis. There are a number less ob- 
vious which the state department is said 
to have under suspicion. Some con- 
cerns, long expecting some sort of a 
black list, dug themselves in with local 
partners and in-laws to present a front. 
Observers say that the blacklisted outfits 
and those under suspicion have been 
noticeably undercutting rates offered by 
domestic companies and British and 
American subsidiaries in South America. 
At first this was thought to be a result 
of natural shrewdness and willingness to 
take chances, but of late it is becoming 
increasingly evident that these com- 
panies have been subsidized by axis 
money in order to gain information 
about and control over Latin American 
economics. It is not the big insurance 
interests alone that are suspect, but 
also many smaller companies and agen- 
cies throughout the continent. 


Little Effect from Freezing 


The extent to which blacklisted in- 
surance firms and prospective black- 
listees have assets and credits in the 
U.S; to be frozen by the presidentia) 
order, is undetermined but it is not 
thought they will lose much on this 
score. In addition to an amplification 
of the South American blacklist, a 
world-wide blacklist has been hinted by 
the state department which will un- 
doubtedly involve other insurance in- 
terests. 





Miss Katherine R. Strader is cele- 
brating completion of 30 years in the 
service of the Home Life of New York 
as cashier in the J. C. Bristow agency 
at Richmond, Va. 


J.P. Williams Confers 
with Chicago CLUs 


Committeemen and directors of the 
Chicago C. L. U. chapter held a con- 
ference there with J. P. Williams, educa- 
tional adviser of the American College 
of Life Underwriters. Rolland D. Hinkle, 
Equitable Society, president-elect, pre- 
sided. 

Activities of the larger city associations 
are being watched with interest by those 
in the smaller cities, Mr. Williams ex- 
plained in emphasizing the importance 
of planning worthwhile C. L. U. proj- 
ects. C. L. U. chapters face both an 
opportunity and responsibility in assum- 
ing the leadership and guidance in 
educational work. He cited the success- 
ful seminar in New York City as an 
example of a successful project. All 
such activities should be planned with 
the single thought of furthering educa- 


tion. 

Mr. Williams explained the new C. L. 
U. course program which becomes effec- 
tive in the fall. Part II of the course 
covering psychology will be eliminated 
and Part V will be added consisting of 
case studies covering a cross section of 
the other parts of the course. It will be 
conducted on a seminar basis. Special 
study for Part V will not be needed as it 
will be covered in the study of the other 
groups. The main objective of the new 
Part V is to provide actual application 
of the material studied. 

In getting new men to take C. L. U. 
study courses, Mr. Williams favors the 
selective process which takes more time 
but is more satisfactory in the long run. 
It is important that the idea of a long 
term program of study be sold to candi- 
dates. It is advisable to see each candi- 
date personally so as to point out the 
possibilities of the project. The main 
objective of the C. L. U. work is to put 
life into the life underwriter and to give 
him something so that he can be of 
greater service to the public. 

M2 sen activities were discussed. 

a 
Chicago chapter adopt a part a year 
study program which is followed by 98 


percent of the chapters now rather than 
by combining it in a two-year course. 
The necessity for promoting C 
activities in Chicago was stressed in 
view of the fact that Northwestern Uni- 
versity is considering curtailment of its 
C. L. U. courses unless a greater enroll- 
ment is secured. 


Victory Meeting Held to 
Honor W. H. Andrews, Jr. 


Members of the Greensboro agency 
of the Jefferson Standard Life attended 
a three-day victory meeting at the close 
of a special drive in honor of the 43rd 
birthday of their manager, W. H. An- 
drews, Jr. The meeting was held at 
Pinnacle Inn, Banner Elk, N. C., in the 
center of the Blue Ridge mountains. 
No business meetings were held and 
the only affair approaching formality 
was a dinner held in Manager Andrews’ 
honor. At the dinner various agency 
leaders expressed their appreciation of 
the manager’s leadership. The agency 
force presented Manager Andrews a 
handsome piece of luggage as an addi- 
tional birthday present, the principal 
gift being. a splendid volume of busi- 
ness in his honor. 

Mr. Andrews is a candidate for sec- 
retary of the National Association of 
Life Underwriters. 

The Greensboro agency led in both 
number of cases and volume paid for 
the first six months of the year. 


Illinois Bills Signed 

The bill which specifically excludes 
insurance agents, including industrial 
life and accident and health agents, from 
application of the unemployment com- 
pensation act in Illinois was signed by 
Governor Green. Also signed was the 
retaliatory bill, giving the insurance di- 
rector authority to disapprove the li- 
cense of a company domiciled in a state 
unreasonably refusing to license an IIli- 
nois company. 

Governor Green vetoed a bill which 
would have prohibited corporations set- 
ting a price and closing a contract then 
tacking on extra charges. This was not 
aimed particularly at insurance compa- 
nies but was amended to include them. 





Name Savings Bank Fund 
Trustees in Connecticut 


HARTFORD—Governor Hurley has 
appointed a board of seven trustees of 
the Savings Bank Life Insurance Fund, 
thus paving the way for the sale of life 
insurance by savings banks as provided 
for by recent legislation. He has called 
a meeting of the trustees to elect offi- 
cers and discuss the new program. 


Five Nominated by Banks 


Five of the trustees were nominated 
by banks. They are: George H. 
Woods, president Bridgeport-Peoples 
Savings Bank, four years; C. B. Pinney, 
board chairman Stafford Savings Bank, 
three years; L. Simonds, trustee 
Connecticut Savings Bank, New Haven, 
two years; Nathan Belcher, vice-presi- 
dent Savings Bank of New London, 
one year, and E. C. Northrop vice-presi- 
dent of the Waterbury Savings Bank. 

The governor appointed the other two 
trustees as representatives of the pub- 
lic. They are: State Senator M. V. 
Blansfield of Waterbury, chairman of 
the senate banks committee which 
brought out the savings bank life bill, 
two years, and Leigh Dannenberg of 
Easton, publisher Bridgeport “Sunday 
Herald” and long an advocate of this 
kind of insurance, four years. 


Minn. Won't License Minors 

ST. PAUL.—Pointing out that minors 
possess a limited contractual capacity, 
Commissioner Johnson of Minnesota 
has ruled that hereafter agents’ licenses 
will not be issued to minors. In the ab- 
sence of other objections, however, they 
will be licensed as solicitors on proper 
application. 

It is believed this ruling will affect 
life and accident and health business 
mostly, although there may be some 
minors who operate as agents in the 
fire and casualty field. 

Then Commissioner Johnson held that 
no Minnesota agents or solicitors li- 
cense is needed to solicit insurance from 
members of the military or naval forces 
of the United States within the confines 
of any federal military or naval station 
in this state. 

















insurance. 


to start. 





A position is open in the 
Agency Department of the 
Home Office. Regular 
Agency Department 
duties involving some 
traveling. Modest salary 


Interested?... 


Due to recent promotions there are several openings 
in the organization of a substantial New England life 
insurance company, writing both Life and Accident 


: 


Will those interested please submit their qualifications to 


THE NATIONAL UNDERWRITER 
175 W. Jackson Blvd. 


Agency supervisor wanted 
in both Boston and Pitts- 
burgh. The men preferred 
are those now giving all 
or part of their time to 
personal production. 
Salaried positions. 


Chicago, Illinois 
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Life Sales React to 
Defense Spending 


Delayed Effect Is 
Observed by Head of 
Inspection Company 


Life insurance, which always is slow 
to react to any economic trend, whether 
it be upward or downward, appears now 
to be benefiting by increased sales due to 
the large expenditures under the na- 
tional defense program, according to 
Lee N. Parker, president of American 
Service Bureau, the inspection company 

affiliated with American Life Conven- 
tion. The money that is being spent 
for tanks, airplanes, guns and other ma- 

' chinery of war, he said, definitely is be- 

' ginning to trickle down to the people 
through thousands of channels. 

The increased business is noted not 
only in industries directly affected by 
defense spending, but in many allied 
industries and business in general. 
There was twice as high a percentage 
of people in military, manufacturing, 
metal trade, etc., who bought life in- 
surance this June as in June, 1940, Mr. 
Parker said it was shown by the June 
buyers’ survey which recently was made 
by the American Service Bureau. 


Small Buyers More Numerous 


“The smaller buyer is coming into 
his own,” Mr. Parker said. “There was 
a much larger number of buyers of life 
insurance indicated by the June survey 
than a year ago. Persons in transpor- 
tation businesses showed substantial in- 
creases. It was interesting to find that 
the professional people not only did not 
increase their buying in June, but de- 
creased it. 

“The number of new applicants re- 
mains high, now being about 53 per- 
cent. Thus, more than half of the peo- 
ple applying for new life insurance still 
are indicating they have no other life 
insurance in force. This survey con- 
templates only ordinary life insurance 
and may not properly indicate the 
trends in industrial life insurance.” 

Mr. Parker noted, as an example of 
what is happening, the situation in Cali- 
fornia where are located the great avia- 
tion factories. Current reports show that 
wages and employment in that state are 
up considerably, payrolls having in- 
creased 59.9 percent and employment 

| 36.5 percent in June. The average wage 
_ earned by factory workers in California 
_ ow Is reported to be $34.09 per week. 


Workers Buy Luxuries First 


Se 


Life insurance did not profit immedi- 
ately with the adoption of the national 
defense program and the resulting great 
demand for workers in industry. The 
first thing these workers did when 
they got money was to supply their 
_ Wants in the shape of automobiles, radios 
>and other luxuries. After these first 
wants were filled they turned to 
thoughts of the future and began to buy 
| life insurance. 

American Service Bureau is laying its 
8reatest stress in inspections on mili- 


else asa sty 


og 














tary activity or possible activity of ap- 
Plicants. Inspectors seek to find out 
whether the applicants might be in- 
Cluded in the draft or subject to some 
orm of national service. The inspectors 
» 4re requiring answers to a war service 
‘der in all cases of males. Second in 
4 Groreance is the financial side. The 
ive companies are adhering quite strictly 
‘© their rule that the applicant should 
> spend no more than 20 percent of his 
x —— income for life insurance, or a 
» ‘ace amount of about six times the an- 
© nual salary, 











iF C. C. Hubbard, previously field serv- 
7 ‘¢ representative in Detroit, Syracuse, 
: _ Cincinnati, has been appointed a 
eid assistant in Travelers 55 John 


Street branch office, New York City. 







Six-Month Comparisons Reported 





Figures showing new business and in- 
surance in force and comparisons for 


the first six months of 1940 and 1941 
follow: 


Ine. or Dec. Inc. or Dec. 
New Paid New Paid Insurance Insurance 
Business Business in Force in Force 

1941 H 1941 ve 

$ 

i ia- mn States..... 17,057,946 11,155,118 +5,903,294 + 645,996 
ew aenmades Merial a autos 30,737,718 25,972,938 +11,209,225 +10,659,315 
Excelsior Life, Can..........+- 6,005,3941 6,145,932 + 2,099,134 +1,682,247 
Federal Life & Casualty....... 442,000 394,250 348,695 +192,115 
Montreal Life .......e-seeeeeee 4,243,711 4,165,488 +1,426,663 +977,615 
Natl. Equity Life.............-- 2,198,000 2,212,500 +477,732 + 909,742 
Peoples Life, D. C.....--++++++ 4,096,224 3,370,091 +3,139,847 + 2,574,951 
Sauvegarde Life .......++-+++> 4,706,958 3,603,435 +3,440,759 + 2,342,780 
Seaboard Life ......-+eeeeeeee S-oiaee a eer ase Teiseais Th 

i i eee 1 3 9, ’ ’ ’ , ’ ’ 
9 Mion hs nya bear ass 22,638,500 +11,311,497 + 8,260,364 


United Benefit Life........---+ 
INot including increases. 








Investment Men 
Meet in Seminar 


Seventy insurance financial executives 
attended the intensive second annual ses- 
sion of the Life Officers Investment 
Seminar at Bloomington, Ind., conduct- 
ed by the Financial Section of the Amer- 
ican Life Convention in cooperation 
with business school of Indiana Uni- 
versity. This is the only organized ed- 
ucational program in the country for 
people engaged in the financial or in- 
vestment phase of the life insurance 
business. : 

Lectures were given by outstanding 
economists and financial authorities who 
spent many hours in round-table discus- 
sions with those attending. There were 
four lecture courses, a series of special 
lectures and a number of round-table 
discussions. Four different authorities 
lectured on current developments in 
regional economics, population changes, 
shifts in geographical location of indus- 
tries, and general economic changes in 
various regions. One hour each day 
was devoted to consideration of contem- 
porary problems in the field of credit 
and prices as they affect investment 
policies. 


Take Up First Mortgages 


A third series of lectures dealt with 
urban and farm mortgages. Two hours 
each afternoon were given over to the 
study of contemporary developments 
affecting specifically the principal types 
of investment securities, such as munic- 
ipal, railroad and public utility bonds. 

A permanent organization was set up 
to administer it. A board of regents 
composed of officers of the A. L. C., 
authorities of Indiana University, and 
several persons elected from the mem- 
bership of the seminar, supervised the 
program. There is also an executive 
committee drawn from the board. 

There were 59 companies represented 
whose combined resources are approxi- 
mately $3,800,000,000, and which own 
$1,740,000,000 in securities and about 
$865,000,000 of mortgages. 

Among the membership were 17 vice- 
presidents, 16 treasurers and assistant 
treasurers, 10 secretaries and assistant 
secretaries, two presidents, several actu- 
aries, and a number of investment and 
mortgage loan department managers. 





‘Companies Taking Broad 


View on Defense Workers 


NEW YORK — Companies writing 
policies on many classes of defense 
workers are keeping their fingers 
crossed in the hope that this time-hon- 
ored procedure will prove an adequate 
substitute for exact information about 
the applicant’s exact duties. They are 
frequently unable to get this informa- 
tion because of the secrecy surround- 
ing many aspects of defense work. 

In general the companies are taking 
as broad a view as they can for patri- 
otic reasons and because from the in- 
formation available it appears probable 
that the applicant’s occupation is not 
unduly risky for the premiums being 
charged. One difficulty is that fre- 
quently it is not possible to get even a 


remote idea of what sort of work the 
applicant is engaged in. While the as- 
sumption is likely to be that there is 
nothing particularly risky about an ap- 
plicant’s job there is no way of know- 
ing whether an extremely hazardous 
operation may not be going on in his 
immediate vicinity. 





Two-Year Aviation Rider O. K. 


ST. PAUL—E. J. Devitt, assistant 
attorney-general, has advised Commis- 
sioner Johnson that he may accept for 


filing aviation exclusion riders which 
limit the exclusion of aviation risks to 
the first two years in which the policy 
is in force. The incontestable clause 
does not prohibit such exclusion during 
jae first two policy.years, Mr. Devitt 
said. 

This opinion, however, does not ex- 
tend to the issue raised over the new 
1941 exclusion rider act, which is now 
before the state court for legal inter- 
pretation. Briefs in that case have been 
filed by Mr. Devitt, representing Com- 
missioner Johnson, and C. S. Kidder, 
attorney for Minnesota Mutual Life, 
which is suing to compel the commis- 
sioner to accept aviation exclusion 
riders under the new law. 


Mutual Trust Agency Field Day 


The Connecticut agency of Mutual 
Trust Life under Manager John H. Ehn 
held its annual field day at Lake Quon- 
nipaug, Conn. More than 50 agents at- 
tended. The guest speaker was Alex- 
ander H. Neil, assistant manager of the 
eastern department, who discussed the 
company’s family income policy. Mr. 
Neil read a letter from A. B. Slatten- 
gren, vice-president, congratulating the 
agency for exceeding its quota. 








Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 
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Chance to Unload Marginal Agents 


AN EXCEPTIONALLY well informed 
agency supervisor contends that now is 
the time to prune down the number of 
agents who are producing so little busi- 
ness that it is a mystery what they live 
on. Conceding that this process has 
been going on for some time, he argues 
for particular attention to it right now 
because of changing conditions due to 
the defense program. 

First, the higher taxes and higher cost 
of living which are staring the average 
prospect in the face make it more diffi- 
cult than ever for even an able salesman 
to convince a prospect that he should 
lay out more money for life insurance. 
Conditions today demand an adaptability 
that taxes the ingenuity of the best men 
in the business. The marginal agent 
will be hopelessly lost. 

Defense workers are making more 


money than ever before in their lives and 
those with whom they spend _ their 
money offer a better market than in the 
past. But unless a weak agent already 
has contacts in those fields he probably 
lacks the resourcefulness to develop 
them and the prosperity that there is 
won't help him much because so little of 
it is happening to persons he knows. 
The other angle of this supervisor’s 
contention is that the agent who is 
dropped for unsatisfactory production 
has a much better chance of hooking up 
with a job than he had before the de- 
fense boom got under way. Far from 
having to feel he is doing something 
heartless, the general agent who cancels 
a contract may well be doing a favor to 
the man who has consistently shown 
himself unwilling or unable to adapt 
himself to life insurance selling. 


Drive Home Cautiously 


VICE-PRESIDENT S. T. WHATLEY of the 
life department of the Aetna Life closes 
the annual regional convention with a 
very practical admonition. He always 
says, “Drive home cautiously.” He 
realizes that many people drive to these 
conventions. At times delegates are ac- 
companied by their wives or other mem- 
bers of their families. The auto acci- 
dent hazard is increasing. There is a 
great temptation after a person has been 
to a meeting and has been away from 
home for several days to get back 
quickly. Therefore speed enters into 
the picture. The driver forgets to 


watch the side roads and lanes coming 
out from the farms. He does not slow 
up at intersections. He takes too many 
chances. He tries to slip around some 
other machine and often gets on the 
shoulder of the road and slips down into 
the ditch. 

The automobile accidents this year 
are increasing and show an advance 
over last year. We are confronted with 
a real problem so far as automobile ac- 
cidents are concerned. Vice-president 
Whatley’s admonition can be taken to 
heart not only by his own people but 
by us all. 


Simpler Language Not the Answer 


SIMPLER language in life insurance poli- 
cies, urged by C. A. Collin of the Na- 
tional Fire at the recent insurance 
advertising conference meeting seems to 
have appeal for the public, at least judg- 
ing from daily newspaper editorials. 
The New York “Herald Tribune,” com- 
menting on Mr. Collin’s remarks said: 

“The situation has become so involved 
that the ordinary person, or even the 
person of rather extraordinary powers 
of divination, is stumped by the tor- 
tured phraseology. The most expert and 
learned agents sometimes confess that 
they themselves must consult even 
higher authorities before they are sure 
of the meaning. Nothing may come of 
Mr. Collin’s suggestion but it indicates 
a trend in the right direction.” 

The Providence “Evening Bulletin,’ 
observed: 


“More power to Charles A. Collin, 
who wants life insurance policies writ- 
ten so the public can understand them 
... and it strikes us as a reasonable 
request, though we expect nothing to 
come of it, because insurance men them- 
selves have become so hopelessly en- 
snared in the mazes of their own 
English that only superhuman efforts 
could ever get them out.” 

These reactions are undoubtedly typ- 
ical of the public’s reaction to the 
language of insurance contracts. If the 
whole complicated and baffling maze 
could be swept away by a policy which 
said only, “If you lose, we pay,” nobody 
would like it better than the insurance 
companies, If all insured could be re- 
lied upon to demand only the indemnity 


intended by the insurer contracts could 


be basically simpler. Unfortunately this 


cannot be done as long as individuals 
are open to the temptation to take ad- 
vantage of one another. Reputable 
companies today know that it is not 
only poor ethics but poor business to do 
otherwise, than play fair with their pol- 
icyholders. Furthermore the over- 
whelming majority of policyholders are 
also honest. But there is always the 
fraction trying to get something for 
nothing. And of course there are hon- 
est disputes based on honest misunder- 
standing. 

Unfortunately for the plea for simpler 
language in insurance policies, lawyers 
state that the most trouble comes from 
the simple, apparently clear language 
while the least difficulty arises from 
clauses which are meticulously drawn to 
cover every conceivable angle. Words 
have different meanings for different 
people. Even the most exact specifica- 
tions will not serve to eliminate all pos- 
sibility of misunderstanding. 


Since the insurance policy is a cop. 
tract of law perhaps the best answer 
for the man who really wants to know 
what is in his policy is to get it inter. 
preted into layman language by a lawyer 
who has a flair for translating the com. 
plex language of the law into everyday 
speech. Since it is timely to weigh the 
effect of various matters on our demo. 
cratic way of government, it might he 
pertinent to point out that the con. 
plexity of legal language, in insurance 
policies and elsewhere, is part of the 
democratic attempt to guarantee tha 
when two parties draw up a contract it 
will mean what they want it to meay 
and not what some dictatorial judge de. 
cides he wants it to mean. That being 
the case, it seems unlikely that insur. 
ance contracts can ever be reduced to 
the apparently clear but frequently am- 
biguous language of the man in the 
street. Phraseology, to hold water, 
often must be complicated. 








PERSONAL SIDE OF THE BUSINESS 





Honoring the 38th birthday of H. P. 
Hage ag president of North American 

Life & Casualty, Minneapolis, agents 
of that company pledged themselves to 
send in 100 rabbits’ feet—each repre- 
senting an “app’—in President's month 
for each year of President Skoglund’s 
age. They more than kept their word, 
with the result that 4,780 rabbits’ feet, 
believed to be a world’s record, were 
hung up on a big velvet backdrop in 
Mr. Skoglund’s office. 

Dr. M. O. Bousfield, vice-president 
and medical director of the Supreme 
Liberty Life of Chicago, who is in 
charge of Negro health for the Julius 
Rosenwald Fund, was one of a group of 
its members cited by the Alumni Associ- 
ation of the University of Kansas for 
noteworthy service or achievement. He 
graduated from the university in 1907. 


J. Russell Townsend, Jr., field assist- 
ant of Equitable Life of Iowa in his 
father’s general agency at Indianapolis, 
has been appointed a Republican mem- 
ber of the board of trustees of the Indi- 
ana reformatory by Governor Schricker. 
He has been prominent in civic affairs, 
is a former president of the Indianapo- 
lis Junior Chamber of Commerce and 
now vice-president of the Indiana Junior 
Chamber. He is active in C. L, U. af- 
fairs and instructs C. L. U. classes at 
Butler University. 

Willard E. King, for many years a 
well known life insurance man in Michi- 
gan, having been an official of the Agri- 
cultural Life and Detroit Life, and later 
the Security Life of Chicago, is now 

president and executive secretary of the 
Michigan Brewers Association with 
headquarters in the Washington Boule- 
vard building, Detroit. He was more 
recently manager of the North ‘Ameri- 
can Life of Chicago at Detroit. He left 
life insurance work and became regional 
manager of the Home Owners Loan 
Corporation at Omaha. 

On completion of 20 years of continu- 
ous service with the Equitable Society, 
Harry C. Tanner, 75 this month, was 


honored by associates in the E. L. Car- 
son agency, Milwaukee. He started in 
life underwriting at 55 after a career in 
several other lines. He has placed 
nearly $3,000,000 of business with Equit- 
able, his biggest year being 1925, when 
he paid for $508,000. He also has quali 
fied for membership in various produc: 
tion clubs. He has qualified for the 
company’s retirement plan and will re 
ceive an annuity for life. 

Thomas Minshall, Metropolitan Life, 
assistant manager at Jackson, Miss, 
was honored at a luncheon on his 20th 
service anniversary. 

A campus romance originating when 
the young people were students at the 
University of Wisconsin culminated in 
the marriage of Miss Bette Chilson, 
Merrill, Wis., and Robert C. Klocksin, 
son of C, C. Klocksin, Milwaukee, leg- 
as counsel Northwestern Mutual 

ife. 


Announcement has been made of the 
engagement of Miss Lois Langholff to 
Robert P. Ricker, son of Harry R 
Ricker, assistant secretary Northwestern 
Mutual Life. 

George R. Jordan, vice-president In- 
ternational Travelers Assurance, Dallas, 
Tex., was elected president of the Lions 
International at the annual convention 
in New Orleans. He has been in acci- 
dent, health and life insurance for his 
entire business life and was_ general 
agent for a Texas company before being 
elected an officer of the International 
Travelers in 1933. 


E. E. Keller, assistant manager of 


the northern California agency of the F- 


Reliance Life, has been appointed dis 
trict deputy grand exalted ruler of the 
Elks; for the San Francisco Bay area 
He will have 10 lodges under his juris 
diction with nearly 10,000 members. 


One of the most popular delegates t0 3 
the central division convention of the F 


Aetna Life at Mackinac Island was Mrs. 


Marie S. Elder, who is a member of the : 
A. P. Shugg agency. Mrs. Elder is ap 
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proached me years ago!” 


“John—I want you to kick me hard fornot investing in insurance when you ap- 


























































widow with two children. She had the 
good fortune to be a beneficiary of life 
insurance. She became interested in the 
subject. She had a policy in the Aetna 
Life and she particularly likes that 
company. She qualified for the conven- 
tion, is intensely interested in her work 
and gives promise of being one of the 
—- agents of the Aetna Life in St. 
Ouis. 


A. B. Irwin, Oklahoma general agent 
of Northwestern Mutual Life, is re- 
ported improving and is expected to be 
able to return to his office by Sept. 1. 
He has been seriously ill since last May, 
confined to his home. 


N. D. Hampe, assistant underwriter 
at the head office of the Old Line Life 
of Milwaukee, has been awarded the de- 
gree of fellow by the Life Office Man- 
agement Association. He majored in 
selection of risks with a minor in office 
management. He has been with the Old 
Line Life 11 years. 


_Judge Alva M. Lumpkin of the U. S. 

district court at Columbia, S. C., who 
has been appointed by the governor of 
South Carolina as U.S. senator to suc- 
ceed Senator Byrnes who goes to the 
Lue S. Supreme Court, will hold office 
until a special election is held to select 
a man for the unexpired term. Judge 
Lumpkin did not apply for the position 
of senator. Governor Maybank ap- 
pointed him on account of his high abil- 
ity. When his term expires Judge 
Lumpkin will return to Columbia and 
again engage in the practice of law. 
He is board chairman of American 
United Life. 


J. C. Higdon, vice-president Business 
Men’s Assurance, has been appointed by 

ayor Gage of Kansas City, Mo., to 
serve on the city’s important housing 
authority committee. It has authority 
to supervise and administer the develop- 
ment of low cost housing projects to be 
financed by USHA, with 10 percent par- 
ticipation by the city. Mr. Higdon is a 
vice-president and director of the Kansas 
City chamber of commerce and has been 
active in civic affairs. Together with 
four other prominent Kansas Citians he 
will have authority to develop and oper- 
ate the housing projects, subject to the 
approval of the city council. The com- 
missioners will serve a five-year term 
without compensation. 


L. M. Cathles, Jr., home office repre- 


sentative of the group department of 
the Aetna Life stationed in Toledo, 
comes from an honored insurance fam- 
ily. His father is president of the North 
American Reassurance of New York. 
The senior Cathles has had a successful 
career in life insurance and is well 
known throughout the country. The 
son graduated from Princeton Univer- 
sity in 1935. He went through the 
group school at the Aetna Life’s home 
office, then was assigned to the Detroit 
agency and finally was made manager 
of the group department at Toledo. He 
is a young man of great promise. He 
played on the hockey team at Princeton. 
He prepared for college at St. Paul’s 
School, Concord, N. H. He spent six 
months at the Detroit agency. 


State Senator Lew Wallace of Port- 
land, Ore., observed his 20th anniversary 
with Canada Life by leading all pro- 
ducers in its western branches in the 
amount of life insurance sold in a single 
month. His sales for June topped 
$250,000, placing him third among all 
the company’s salesmen in the United 
States and Canada. 

Clyde H. Twiss, Portland, Ore., man- 
ager of the Portland North district of 
the Metropolitan Life, celebrated his 
30th anniversary with the company. 
High officials wired congratulations. 

Robert R. Reno, Jr., Chicago agency 
manager Equitable Society, was elected 
national vice-president of the Rainbow 
Division at the annual meeting in At- 
lantic City. He had just retired as presi- 
dent of the Illinois chapter. 

A. R. Wager, general agent Western 
Life, Los Angeles, attended the agency 
convention at Glacier National Park 
accompanied by his entire agency force. 
He visited the home offce at Helena, 
Mont., several days and then took an 
extended pleasure trip. 


William Bittman, assistant personnel 
manager of the Union Central Life at 
Cincinnati, has been named secretary 
of the Cincinnati chapter of the Na- 
tional Office Management Association. 


The Charlap brothers in the Philadel- 
phia agency of Sun Life of Canada have 
attained high office in the Macaulay 
Club, production honor group of the 
company. Harold M. achieved the office 
of divisional vice-president, the result 
of production leadership in the eastern 
United States. Irwin M. earned the 





office of territorial vice-president which 
marks him as leading producer in New 
England and the middle Atlantic states. 
Their agency, under L. V. Drury, has 
retained its position as the leading 
branch of the company and added sub- 
stantially to last year’s record. 

Having a sentimental attachment for 
the place he first worked, President 
James Lee Loomis of Connecticut Mu- 
tual Life has just bought the general 
merchandise store in Granby, Conn., 
which was formerly owned by Mr. 
Loomis’ father, Chester P. Loomis and 
the latter’s brother. Mr. Loomis, who 
was born in Granby and _ sstill has 
his home there, bought the store from 
the sons of the man who purchased it 
from his father. 


DEATHS 








Ernest B. Houghton, 48, manager of 
Guardian Life of New York in Roches- 
ter, N. Y., since 1918, died at his home 
from a heart attack after an illness of 
only one day. Mr. Houghton made an 
outstanding reputation not only as a 
manager but for his feats as a personal 
producer. In October, 1925, he wrote 
690 applications. On his 32nd birthday 
he wrote 32 applications but his record 
for a single day was 117. At Union 
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Provides — 


term rates. 







College, from which he was graduated 
in 1915, Mr. Houghton was selected as 
an All-American guard in basketball in 
1914 and 1915. 


J. A. Gordon, 53, a leading San Fran- 
cisco producer of the Occidental Life of 
California, died from a heart attack. Prior 
to joining the San Francisco agency in 
1930, Mr. Gordon was with the old 
Idaho State Life in Nevada and Idaho. 


John B. Myers, district superintendent 
of Prudential in Chicago, who retired 
in 1930 after more than 30 years’ serv- 
ice with that company, died at his home 
in Glendale, Cal., at the age of 73. He 
was a native of Pennsylvania. Memorial 
services were held in Wilmette, Ill. A 
daughter, Mrs. Edna M. Kendall, lives 
nearby in Kenilworth. 


Mrs. Lulu E. Hammond, 60, wife of 
Wilmer M. Hammond, Los Angeles gen- 
eral agent of Aetna Life, died at her 
home there. 








Complete Military List 

The Aetna Life is now making a list 
of all people connected with the organi- 
zation both in the office and field who 
have been called to the colors and their 
names will be printed in the house organ 
some time in the future. 





2—Selection of any renewal period 
(not less than five). 


3—Renewal privileges any number of 


times until age 60. 


4—Final renewal tc age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 
til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
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NEWS OF THE COMPANIES 


Midland Mutual Has 





Stockholders of Jefferson 


Successful Six Months Standard Take Pilot Stock 


The Midland Mutual Life reports very GREENSBORO, N. C.—Stockhold- 
favorable experience for the first six ers of Jefferson Standard Life have 
months, Production of new business shown an enthusiastic response to the 
has increased, the mortality rate is con- opportunity to purchase, at par value of 
tinuing favorable, the lapse rate has $100, the block of 7,000 shares of Pilot 
been consistently low, Life stock made available to them in 

Insurance in force June 30 was $125,- proportion to their holdings of Jefferson 
916,851, an increase of $3,313,441, or 14.2 Standard shares, President Julian Price 


percent. Assets rose to $34,714,426 said. 5 
with policyholders surplus of $2,695,- On the basis of almost complete re- 
998. ports concerning the transfer, he said 


It has invested in United States gov- all but about 25 shares of the block 
ernment bonds $8,229,102; federal farm of 7,000 have been acquired by Jeffer- 
loan bonds, $1,575,573; Canadian bonds, son Standard shareholders, increasing 
$278,664; H. O. L. C. bonds, $1,433,976; the number of Pilot Life stockholders 
state, county and municipal bonds, $2,- by around 300 and reducing Jefferson 
082,769. Standard’s original investment in the 

Paid-for business the first six months Pilot, made 15 years ago, to around 2,500 
was $6,557,905, a 7.2 percent increaSe. shares. The final date for purchase of 
Pilot stock was July 21. 








Examine Hotel Men’s Company . , 
The Hotel Men’s Mutual Benefit Berkshire Shows Record Gain 

Association, Chicago, an assessment life Berkshire Life’s new paid life busi- 
company, had assets of $51,397 as of ness increased 40.2 percent, in compari- 
Dec. 31, 1940, according to a report of son with the first six months of 1940. 
the Illinois insurance department which This is a record increase for a like 
has completed an examination. Liabili- period. 

ties were $40,904 with unassigned funds Insurance increased $4,455,000, the 
of $10,493. The company had $554,902 largest gain since 1932. Assets in- 
of ‘business in force. Because of a small creased $1,431,000. Total income was 
amount of business in force, the operat- $5,715,370, an increase of $469,074. Pay- 
ing cost factor has been high. How- ments to policyholders were $2,437,639. 
ever, substantial profits have been real- 
ized on both mortality savings and gains 
from lapses and surrenders. 


Approve B. M. A. Deal 





Continental Assurance Figures 


The Continental Assurance of Chicago 
as of June 30 showed a gain of $11,209,- 
_ 225 in insurance in force from Dec. 31. 

KANSAS CITY—Insurance commis- [t is now $285,651,909. The assets were 
sioners of Missouri, Kansas and Arkan- $38,297,401, capital $1,000,000, net sur- 
sas have approved the agreement by plus $2,955,778. It carries a contingency 
which Business Men’s Association will reserve of $165,000. 


reinsure Liberty Life of Topeka, Kan. 
Wilkinson to Head Office 


The transaction, ee. _— 
days ago, ran into a slight but only aes g 
ieedeamees difficulty a wack or so ago _ R. W. Wilkinson of the Grand Rapids, 
when one of the stockholders of Lib- Mich., agency of the Aetna Life becomes 
erty Life secured an injunction to hold agency assistant at the head office. He 
up the deal. This was dissolved by a_ takes the place of E. H. Snow, who has 
Topeka court and the action was up- become general agent at Des Moines 
held by the state supreme court. ~ Covering almost all of Iowa. He was 
formerly in the banking business and had 
~~ 5 charge of the savings department of the 
Pacific Mutual Drive Success Grand Rapids National Bank. He is a 
In an “emergency” drive June 1-July graduate of Hillsdale, Mich., College. 
15 Pacific Mutual Life field men sent to 
om home pig Me va anagem a National Fidelity Promotions 
lle insurance totaling more an > ° ° - 
000,000. The best day in the drive was gitar ae with _ Fogo se 
July 7, with applications for $1,529,000. “ice y ale Of Mansas ity tor cee 
The J. M. Gantz agency, Cincinnati, Y¢"s, the past three years as assistant 
led with 249 applications for $963,000, secretary, has been elected secretary and 
nad -the “PasdhalicGtet hone alice 2 director, succeeding the late Carl T. 
agency was second with 194 “apps” for Prime. Before joining National Fidelity, 
$728,000 he was with Metropolitan Life. : 
wee aeeres, Ya omen in 
: : : charge of real estate and mortgage loans, 
Gains for Columbian National has been made treasurer, which office 
Columbian National Life’s paid busi- Mr. Prime also held. E. E. Hawley, 
ness for the first six months is up 8 With the company 19 years and a pur- 
percent. Insurance in force gained $3,- Chasing agent for several years has been 
200,000 as against $2,100,000 for the made assistant secretary as well. 


Same period last year. 


irst year agents accounted for 
GOOD GAINS FOR OTT AGENCY 


percent of the new business. The aver- 
The A. V. Ott agency of Equitable 


age size of issued policies, excluding 
group and special forms of insurance, 

Society in New York City reports a sub- 
stantial increase in both ordinary and 


increased from $3,798 to $4,354 during 
group, with 149 percent increase in first 


the last six months. 

_Accident and health premiums are up 
six percent. 

Ohio State Life’s gain in insurance in -clpsaga ae ne ee 
force and increase in surplus were both At the agency’s annual fishing party, 
greater in the first half of 1941 than for Vice-president Welch was winner of 
the corresponding period of any year high rod. Other winners were A. H. 
since the onset of the depression. In- Jensen and Jack D. Marrus. 
surance in force June 30 was $106,054,- Aa. aie 
294 and admitted assets $23,163,989. COMPILE COVERAGE RULES 
Surplus to policyholders is $2,352,835. To aid its membership in handling a 

Investments include $3,496,007 in U.S. surplus business, the New York City 
government bonds; $353,706 in Federal Life Supervisors Association has brought 
Land Bank bonds; $263,304 in Cana- out a compendium of company practices 

dian bonds and $4,366,585 in state, with respect to issuance of various forms 
county. and municipal bonds. of new business. The compendium cov- 
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Ohio State Reports Increases 


ers the 27 companies represented in the 
association’s membership and includes 
the answers to detailed questions on 
what coverages it will or will not write 
and their maximum retentions. 

If a supervisor wants to know whether 
another company on the list will dis- 
count premiums on retirement annuities, 
for example, all he has to do is to look 
at the appropriate table. The compen- 
dium is particularly useful in getting the 
answers on coverages on which com- 
paratively little business is written and 
there is a wide variation in company 
practice because the amount of such 
business for all concerned may be trifling 
yet consume much valuable time if no 
ready source of information is available. 

E. B. Eichengreen, Prudential, is chair- 
man of the compendium committee, 
other members being Lowell Baker, Mu- 
tual Benefit, and R. D. Lichterman, 
Massachusetts Mutual. As changes take 
place in company practices the com- 
mittee will send out notices to the mem- 
bership so that the compendiums can be 
kept up to date. 





WELLS PLAN FAVORABLY RECEIVED 


An entirely new solution of agency 
work and selling problems which has 
been getting favorable reaction in life 
insurance circles has been offered by 
Graham C. Wells, director of the United 


States Life and former president of the 
National Association of Life Under. 
writers. 

The plan proposes to provide every 
agent with two “must” prospects for 
every working day of the year. Every 
prospect is effectively pre-approached, 
Every prospect is in the creative period 
of life, late 30’s and early 40’s. Every 
prospect is an employed family man, 
Every prospect is seen at the most op- 
portune time for favorable results. The 
similarity of age, circumstances and 
needs of prospects favors a highly spe- 
cialized presentation — an “assembly 
line” sales procedure. Automatic daily 
reports provide for early determination 
of an agent’s effectiveness and a “stop 
loss” provision for the unfit. Even q 
failure will leave behind a _ valuable 
agency increment in which some see a 
similarity to an industrial “debit.” 








Hooper-Holmes Transfers 


T. W. Abbott, who has been Chicago 
manager of Hooper-Holmes Bureau, has 
been transferred to Milwaukee to suc- 
ceed Frank Conlon, who goes to St, 
Louis as manager. Mr. Abbott was 
with the Milwaukee office before he 
went to Chicago in 1938. Verne Forkel, 
who has been in the Chicago office for 
eight years, is now acting manager there, 
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Aid in the National Defense is not a new 
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LIFE AGENCY CHANGES 


CHICAGO 





H.M.Powell Resigns; 
Bethea Successor 


Henry M. Powell has resigned as At- 
anta general agent of State Mutual Life 
and will devote his entire time to serv- 
icing his large personal business. He 





HENRY M. POWELL 


has been in charge in Georgia more than 
14 years and has an outstanding record. 
Early in his insurance career, beginning 
in 1921 when he returned to civilian pur- 
suits after serving in the A. E. F., Mr. 
Powell wrote an application every day 
for 123 days, and in one year produced 
He is a former president of 


| the Atlanta Life Underwriters Associa- 


MiletSuuecsde ae Se 


+ 











CHARLES G. BETHEA 
) tion and the Atlanta Life Managers 
> Club. He becomes associate general 
agent, 


Charles G. Bethea, who has been with 
the Penn Mutual Life in Atlanta under 
General Agent Hurd J. Crain, has been 
appointed general agent by State Mutual 
to succeed Mr. Powell. He also is very 
active in organization affairs and is one 
of the outstanding personal producers in 
Georgia. 

A native of Greensboro, Ga., Mr. 
Bethea attended the University of 

forgia and Emory University, grad- 
uating from the latter in 1931. He en- 
tered life insurance work in 1934. 





McWhirter in the Field 


R B. McWhirter, former cashier of 
€ Reliance Life at St. Louis, has been 
appointed agency supervisor in the 





south Texas department with headquar- 
ters at San Antonio. He will assist 
Manager B. A. Perry who has his head- 
quarters in Houston. He went with 
the Reliance Life as a stenographer in 
Dallas in 1933 and was appointed 
cashier in San Antonio, Jan. 1, 1937. In 
April, 1940, he was transferred to St. 
Louis as cashier. 


Lincoln National Names 
E. R. Small in Peoria, Iil. 


Edgar R. Small has been appointed 
general agent of Lincoln National Life 
in Peoria, Ill. His territory will include 
Peoria and a number of surrounding 
counties. 

Mr. Small has been engaged in sales 
work for 17 years, and for several years 
with supervisory and managerial duties. 
He joined Aetna Life in Peoria in 1929 
and since 1936 has represented that 
company in Cleveland. He has been 
active in association work. In 1935 he 
won the C.L.U. degree and was recently 
vice-president of the Cleveland chapter. 





Metropolitan Mid-West Shifts 


Riley G. Cunningham, Metropolitan 
Life manager in Wichita, Kans., who 
has been especially active in association 
work there, has been transferred to Se- 
dalia, Mo. He is succeeded in Wichita 
by D. L. Brouhard, formerly of Fort 
Smith, Ark. John Buhr, assistant man- 
ager in St. Louis, becomes Fort Smith 
manager. 

The Leavenworth, Kan., district office 
has been abolished. A. Monahan, 
manager there, goes to Topeka as man- 
ager, succeeding J. J. Holloway, now 
manager at St. Joseph, Mo. Atchison, 
Hiawatha and Sabetha, Kan., formerly 
in the Leavenworth district, are now 
attached to the St. Joseph office and 
Leavenworth is a detached branch of 
the Kansas City, Kan. office. 





Daniels Joins Howard 


James W. Daniels has been named 
associate general agent of the Lawrence 
L. Howard Agency of the Columbian 
National Life in Boston. 

Mr. Daniels started in the business 
with the Travelers in 1925. In 1936 he 
became assistant manager of the life 
department for Field & Cowles, Bos- 
ton general insurance firm. In 1939 he 
left there to become manager of the 
life department for Wood Keyes & Co., 
another general insurance firm. 

He is now president of the Boston 
C.L.U. chapter and vice-president of the 
Northeastern University’s alumni asso- 
ciation. 


Mulheran Named at Sioux Falls 


J. G. Mulheran has been named dis- 
trict manager of North American Life 
& Casualty at Sioux Falls, S. D. A 
graduate of St. Thomas college in St. 
Paul, Mr. Mulheran helped work his 
way through school by selling insur- 
ance. 








Penn Mutual Supervisor Named 


B. F. Hennacy has been appointed su- 
pervisor in charge of a special unit of 
the J. Douglas Grannis agency of Penn 
Mutual Life in Cincinnati. He was for- 
merly agency supervisor in Cincinnati 
for John Hancock. 





Opens New Rochester Office 


Leslie S. Williams, for several years 
Minneapolis general agent of Pacific 
Mutual Life, has opened an office at 
Rochester, Minn., for the Connecticut 
General Life. 





W. B. Tate, Jr., of Tate, Ga., has been 
appointed a field assistant of the Trav- 
elers branch office at Atlanta. 


SCHMIDT OPENS OWN AGENCY 


Val H. Schmidt, formerly manager of 
the life department of Robert H. Beard 
& Co., Chicago, has organized the 
Surety & General Insurance Agency 
there, with offices in 166 West Jackson 
boulevard. He has been appointed gen- 
eral agent of Midland Mutual Life. The 
firm will do a general brokerage busi- 
ness. Mr. Schmidt started his insur- 
ance career with the Beard agency 13 
years ago where he developed a large 
personal general insurance business. 
Prior to that he operated the “Daily 
Calumet” in South Chicago. 





TOO BUSY FOR LIFE 


Most of the brokerage business in Chi- 
ago is now coming from other life com- 
pany agents. Fire and casualty brokers 
are predominantly opportunists and are 
so busy writing these lines at the pres- 
- time that they don’t have time for 
ife. 





ZIMMERMAN AGENCY OUTING 


The full-time agency force and brokers 
associated with the C. J. Zimmerman 
agency of Connecticut Mutual Life in 


Chicago, held a golf outing Thursday 
at the Inverness Country Club near 
Barrington. Vincent B. Coffin, vice- 
president and superintendent of agencies 
was a guest, 





FORM RIDDLE & BAY OFFICE 


Riddle & Bay has been formed in 
Chicago to handle insurance _ in- 
terests of Riddle & Riddle, Chicago 
mortgage bankers. The partners are 
L. W. Riddle, M. B. Bay and Hugh 
Riddle. Riddle & Riddle, father and 
son, are mortgage loan correspondents 
of Continental Assurance, Midland Mu- 
tual Life and Reserve Loan Life of 
Texas. Mr. Bay is a University of Chi- 
cago graduate who has been in insur- 
ance work for 12 years. 





READ IS LIFE COMPANY MANAGER 
Union Mutual Life has appointed the 
R. I. Read general agency, Chicago, 
manager for Cook County and Illinois. 
Mr. Read is well known in Chicago 
and nationally. He began his insurance 
career with the Western Actuarial Bu- 
reau in Chicago and later became IIli- 
nois and Missouri state agent for Sun 
Life. In 1917 he resigned to enter the 
brokerage business in Chicago, associated 
with Marsh & McLennan. In 1921 he 
opened the Chicago brokerage office for 
Crum & Forster, later taking over Cook 
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county management of their companies 
for 20 years. He resigned it early this 
year to open a general agency of his 
own, doing business in all lines. 

He will represent Union Mutual in ac- 
cident and health as well as life business. 
The company has moved its former life 
department offices in the Conway build- 
ing into Mr. Read’s offices in the Insur- 
ance Exchange. 

In addition to the Read agency, Union 
Mutual is represented in the accident 
and health department, ordinary division, 
in Chicago by Val H. Hawkins & Asso- 
ciates. 


SALES MEETS 


Ofticers Elected 
by Northwestern 


Divisional Groups 


MILWAUKEE—At the 65th annual 
meeting of the Northwestern Mutual 
Association of Agents at the home 
office, various divisional groups elected 
new officers. 

The General Agents Association 
elected Herbert L. Smith, Harrisburg, 














STERLING L. YOUNGQUIST 


Columbus, O., general agent and chair- 
man of Agents’ Association executive 
committee 


Pa., president, succeeding Marue Car- 
roll, Oshkosh, Wis. Zone vice-presi- 
dents named were Roger L. Baldwin, 
Washington, D. C.; Ernest A. Crane, 
Indianapolis, and James H. Copeland, 
Davenport, Ia. Roger L. Clark, Pitts- 
burgh, was reelected secretary-treasurer. 

New officers of the District Agents 
Association are B. L. Peck, Mt. Car- 
roll, Ill, president; W. K. Pierce, EI- 
gin, Ill., J. F. Lardner, Moline, Ill., vice- 
presidents; and W. J. Snively, Janes- 
ville, Wis., renamed secretary-treasurer. 


Regional directors are W. B. Arnold, 
Williamsport, Pa.; George Venable, 
Rome, Ga.; C. A. Seys, Grand Rapids, 


Mich.; W. L. Jacobsen, Princeton, IIl.; 
R. P. Elliott, Rochester, Minn., Harry 
Rinder, Columbus, Neb., and Robert 
Jahnke, Yakima, Wash. 

Elected by the Special Agents Asso- 
ciation were Guy E. Morrison, Indi- 
anapolis, president; F. N. Tornow, Buf- 
falo, and John A. Bellows, Jr., Chicago, 
vice-presidents; L. W. Uebele, Chicago, 
secretary-treasurer. Executive commit- 
tee; F. C. Easton, Milwaukee; L. G 
Kohl, St. Louis; . Drane, New 
York; M. F. Ettlinger, Dayton, O., and 
J. D. Kniffin, Kansas City. 

The Agency Supervisors elected J. R. 
DeHaas, Marquette, Mich., president; 
W. T. Kieffer, St. Louis, vice-president, 
and D. Behling, Los Angeles, secretary- 
treasurer. 

The Northwestern Mutual Society of 


Chartered Life Underwriters elected F. 
D. Leete, Jr., Indianapolis, president; 
J. D. Walker, Chattanooga, vice-presi- 
dent; James Neis, Madison, Wis., secre- 
tary-treasurer. Directors: Zone I, Field 
Robinson, Yonkers, N. Y., and W. S. 
Pratt, Hartford; Zone II, Carl McCann, 
Indianapolis, and J. A. Bellows, Jr., Chi- 
cago; Zone III, L.’M. Willits, Okla- 
homa City, and Freeman Essex, Port- 
land, Ore.; at-large, Hugh O’Neill, Jer- 
sey City, N. J. , 





Continental Agents’ 
Program Announced 


The program for the annual conven- 
tion of Continental Assurance’s 1-2-0 
and 2-5-0 production clubs at Edge- 
water Beach hotel, Chicago, Aug. 11-13, 
has been completed. 

W. E. White, vice-president and di- 
rector of agencies, will open the ses- 
sions Monday morning and will preside. 
R. M. Vetter, Madison, Wis., president 
of the Continental General Agents & 
Managers Association, will speak 
briefly, and H. A. Behrens, president of 
the company, will welcome agents. 

Other features of the Monday session 
include “The First Thirty Years,” E. G 
Adams, Washington; “Observations,” 
H. C. Reeder, vice-president and actu- 
ary; “Know Your Money,” U. S. Se- 
cret Service movie; “In Days Like 
These,” Dr. H. W. Dingman, vice-presi- 
dent and medical director, and introduc- 
tion of new club officers and members 
by M. B. Simms, assistant superintend- 
ent of agents. 

P. C. Belber, agency supervisor, will 
open the Tuesday program with a talk 
on “Meeting Today’s Problems;” D. A. 
DeLong, Kansas City, will discuss “Us- 
ing Social Security;’ L. W. S. Chap- 
man, Sales Research Bureau, “The 
Pay-off Is on Skill;” Dwight G. John- 
son, Philadelphia, “Ideas;” C. T. Crav- 


ens, educational director, “Tips and 
Topics,’ and Mr. White, “Looking 
Ahead.” 


On Wednesday general agents and 
managers will discuss recruiting and 
training under leadership of Mr. White 
and Mr. Cravens. 

Agents qualifying for the 2-5-0 club 
will go on to Sun Valley, Ida., on Aug. 
14 for a week’s stay. Accompanying 
them from the home office will be Roy 
Tuchbreiter, vice-president; Mr. White, 
Dr. Dingman, and Mr. Simms. 


Klindworth Heads Lamar Club 


M. E. Klindworth, Earle, Ark., won 
the presidency of the All Star Club of 
the Lamar Life as the leading producer 





at the annual convention in Hollywood, 
Fla. The three vice-presidents are W. 
E. Watts, Brookhaven, Miss.; H. W. 
Gober and W. C. Buckley, both of 
Jackson, Miss. 

‘ Winners of the Lamar Life conserva- 
tion awards were: Robert O. Hardy, 
Columbus, Mississippi, first; W. E. 
Moore, Lampasas, Tex., second, and 
M. E. Klindworth, Earle, Ark., third. 
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Hearing for Agents Selling 
Speculative Policies 


Life agents who sold “speculative” 
industrial life insurance policies in Cleve- 
land are to be given a three-day hearing 
in Cleveland this week on the question 
of cancelling their licenses. The hear- 
ing is an outgrowth of a recent investi- 
gation made by the Ohio insurance de- 
partment, prosecuting attorney of Cuy- 
ahoga County and the police depart- 
ment of Cleveland into the mysterious 
deaths of a number of persons, who died 
soon after policies had been taken out 
on their lives. These cases are now 
before the Cuyahoga county grand jury. 
The inquiry in Cleveland this week is 
being conducted by J. Roth Crabbe, dep- 
uty insurance superintendent; A. 
Corso, special investigator, and F. P. 
O’Connor, assistant superintendent of 
insurance. If he is able to get away 
from his office in Columbus, Superinten- 
dent Lloyd will join the inquiry on Fri- 
day. About 25 life agents have been 
ordered to appear before the insurance 
department officials to show why their 
licenses should not be revoked. 


Adair Wins Award 


Carl Adair, Lakeland, Fla., manager 
Gulf Life, was awarded the second 
quarterly cup for the largest increase. 
Announcement was made at a Tampa 
meeting by President T. T. Phillips. 
Over 150 managers and agents attended. 








Carlyle Beerman in New Post 


Carlyle Beerman has become manager 
of the home office debit of the National 
Life & Accident. He has been manager 
of the casualty department, which was 
discontinued July 7. All casualty busi- 
ness now in force will be serviced by 
Mr. Beerman and his home office debit 
personnel. Assisting him will be D. R. 
Hawkins and Phil Lynch. Mr. Beer- 
man was the associate of Vice-president 
T. L. Thompson, now retired, who for 
many years was head of the casualty 


department. When Mr. Thompson re. 
tired Mr. Beerman was made manager, 
He has been with the company 21 years, 
The casualty department embraced the 
commercial and monthly premium a. 
cident and health business. 


ASSOCIATIONS — 


Ingwersen New President 
of New Mexico Association 


Timothy Ingwersen, Northwestern 
Mutual, was elected president of the 
New Mexico Association of Life Under. 
writers at the annual meeting in Alby. 
querque. He is a C.L.U. and forme 
Chicago life insurance man. Catherine 
Boyle, Minnesota Mutua!, was elected 
secretary-treasurer. The association now 
has 25 members. It is working on 
project to have the University of New 
Mexico include life insurance in its cyr. 
riculum. At the next meeting Aug. 11 
there will be a quiz contest with prize 
money for the one answering the most 
questions. 














Colo. Group Honors Kavanaugh 


DENVER—Commissioner Kavanaugh 
was presented a plaque at a meeting of 
the Denver Association of Life Under- 
writers as a testimonial from the Colo- 
rado association for his wholehearted 
cooperation with the group during his 
term in office. Charles Warner, Penn 
Mutual, Pueblo, made the presentation, 
More than 200 attended the meeting, at 
which Carroll C. Day, Oklahoma City, 
was the principal speaker. Mr. Day out- 
lined three essentials necessary for suc- 
cessful life insurance selling, capacity of 
observation, ability to interpret, and 
courage to make a decision. 


Endorse W. H. Andrews 


DALLA S—Endorsement of candi- 
dates for offices in the National associa- 
tion and cooperation in the sale of 
United States defense stamps and bonds 
were voted at the recent organization 
meeting of directors of the Dallas Asso- 
ciation of Life Underwriters. Plans for 
the coming year were mapped out. 

W. H. Andrews, Greensboro, N. C, 
manager Jefferson Standard Life, was 
endorsed for National Association secre- 
tary along with the following trustees: 
Tom B. Reed, Great Southern Life, 
Oklahoma City; Jul B. Baumann, Pacific 
Mutual Life, Houston; Howard C. Law- 
rence, Lincoln National Life, Newark, 
and Wilbur W. Hartshorn, Metropoli- 
tan Life, Hartford. 

Following, up the action in pledging 
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aid in the sale of defense bonds and 
stamps, John P. Costello, Southwestern 
Life, Dallas president, called a meeting 
of 18 Dallas life insurance leaders to 
work out procedure for having all life 
companies and agencies in Dallas adopt 
, salary deduction plan for defense 
stamp and bond purchases by employes. 

The board authorized President Cos- 
tello to name a new director to succeed 
D. L. Edgecomb, John Hancock Mutual, 
who has resigned following his transfer 
to the home office as assistant to J. H. 
Wood, second vice-president and man- 
ager of general agencies. 


Mo. Slate Filled Out 


The Missouri Life Underwriters Asso- 
ciation has named W. I. McBride, Equi- 
table of Iowa, Columbia, secretary; Miss 
Helen Summy, Equitable Society, St. 
Joseph, treasurer, and Art Nugent, ex- 
ecutive secretary Kansas City Associa- 
tion, executive secretary. 








Montreal—G. M. Marton, Manufac- 
turers Life, has been reelected president. 
Rene Pelletier and A. H. Lambert are 
vice-presidents; Charles F. Holmes, sec- 
retary-treasurer. 

Chattanoega, Tenn.—New officers are: 
King C. Fritts, Reliance Life, president, 
succeeding H. H. Mansfield, Massachu- 
setts Mutual; Eugene O’Neill, Metropol- 
itan, first viee president; J. E. Smartt, 
Mutual, -secretary-treas- 


Massachusetts — President Maynard E. 
Keiser has called a luncheon meeting for 
Aug. 12 in Worcester to decide on a plan 
for cooperation with the life insurance 


' survey of the Boston Chamber of Com- 


merce. 

Norfolk, Neb.—Ralph T. Walker, gen- 
eral agent Bankers Life of Nebraska, has 
been reelected president. 

Bluefield, W. Wa.— New officers are 
Harold Clonch, president; D. E. Temple- 
ton, vice-president; Clyde Gentry, secre- 
tary, and P. F. Cavanaugh, treasurer. 

Youngstown, 0.—R. S. Thompson, gen- 
eral agent of American United Life, has 
been elected secretary, succeeding J. C. 
Meehan. 

Emporia, Kan.—Urban C. Brown, John 
Hancock is the new president, replacing 
Ed. Freeman; J. J. Wilcox, Aetna Life, 
vice-president, and Bernie Hinkle, Equi- 
table of Iowa, reelected secretary-treas- 
urer. 

Topeka—A joint luncheon was held with 
the officers of all Kansas associations to 
hear H. A. Hedges, Kansas City, trustee 
of the National association, who spoke 
on “Let ’Em Buy.’ Members also at- 
tended the one-day conference conducted 
by the officers of the Kansas association, a 
training school and conference for the 
new officers of the 11 local life associa- 
tions of the state. President J. E. Conk- 
lin, Hutchinson, presided at the confer- 
ence, assisted by other state officers. 


RECORDS 


Indianapolis Life—The increase in in- 











| surance in force for the first half of 1941 


was 29.6 percent ahead of the gain for 
the same period in 1940. Total insur- 
ance in ‘force is now $117,150,050. As- 
sets increased to $27,348,663. Surplus 
Imcreased to $1,741,319. New business 
was ahead and the top five states were 
Indiana, Illinois, Texas, Ohio and 
Michigan. 

Western Life—An increase of 28 per- 
Cent in written and 30 percent in paid 
for business was recorded in the first six 
months. Insurance in force was 58 per- 
cent over the increase for last year. The 
Percentage of total termination to insur- 
ance in force stands at a record low of 
9.97 percent. 

Robert R. Reno agency, Equitable So- 
ciety, Chicago—First year commissions 
a agents in July, were substantially 
—— than any month since Mr. Reno 

ecame manager in November, 1938. 


Ince? Disability Insurance Is a Good 
acciaeent for You” booklets help sell 
se ent and health. 100 copies $2. Order 

m National Underwriter, 175 W. Jack- 
Son Blvd., Chicago. 


Votes Mutualization 
of Union Central 





(CONTINUED FROM PAGE 1) 


out using any of the company’s partici- 
pating surplus as the liability item car- 
ried in the company’s. statement for 
capital stock plus the surplus remaining 
from the old non-participating business, 
issued prior to 1907, will more than off- 
set the amount required to purchase the 
stock. 

The Union Central has $425,000,000 in 
assets. Its business in force amounts 
to $1,333,000,000, of which $1,132,000,000 
is on life insurance plans. It ranks 16th 
among all companies operating in the 
U. S. in business in force. It began 
business in 1867 with $100,000 capital 
paid in, $500,000 authorized. The capi- 


tal was fully paid up by a stock dividend. 


in 1907. In 1916, a stock dividend in- 
creased the capital to $2,000,000 and in 
1919, the capital was increased to $2,500,- 
000 in a similar manner. It operates in 
all states except Nevada and Wisconsin 
and in Hawaii. 


Considered for Several Years 


Mutualization has been considered for 
several years. It was felt that for such 
a large institution the comparatively 
small capital was of relatively minor 
importance and that retirement of the 
stock would act as a stabilizing factor. 
The company has been wholly partici- 
pating since 1907 and it is the largest 
stock company doing an exclusively par- 
ticipating business. 

The Union Central’s mutualization ac- 
tion closely follows that of another Cin- 
cinnati company, the Ohio National 
Life. Both actions were taken under 
the new law. 


— 


LLOYD ISSUES STATEMENT 


COLUMBUS, O.—The plan of mu- 
tualization adopted by directors of Un- 
ion Central Life has the complete and 
hearty support of the division of insur- 
ance, Superintendent Lloyd stated. 

An overwhelming majority of the 
stock is committed in writing to vote 
for approval. Following the approval 
of the stockholders, the plan will be sub- 
mitted to the policyholders at a special 
meeting which, under the provisions of 
our statutes, must be conducted by the 
superintendent of insurance. If the 
policyholders approve the plan, it is then 
submitted to the superintendent for ap- 
proval, which approval, it is indicated, 
will be forthcoming. 

“The Union Central’s position in all 
fields is an exceedingly strong one,” Mr. 
Lloyd stated. “Its mortgage invest- 
ments are in excellent condition; its 
bond portfolio of more than $160,000,000 
is without a single penny of default; its 
real estate account is in fine shape; its 
cash position is strong and it is well 
able, from every standpoint, to meet the 
quite reasonable terms of this mutual- 
ization proposal. All of these factors 
being propitious to this present action, 
it is considered that the mutualization 
of the company at this time is quite in 
the best interest of policyholders and 
stockholders.” 


Farm Youth Scholarship 
Offered by Bankers Life 


DES MOINES—A new approach to 
prospective policy buyers, farm youths, 
has been inaugurated by the Bankers 
Life of Des Moines with sponsorship 
at Iowa State College of the first Iowa 
farm youth school. 

The Bankers Life is providing 100 
scholarships of $40 each to 50 boys and 
50 girls selected by county agents be- 
cause of achievements and farm records. 

The school opened last week and will 
run for six weeks under the direction of 
extension Officials. 

The objective is to give the youths 
a broad vision of production, economic 
and the social aspects of agriculture, 
home economics and rural life. 

In explaining the project, President 








Gerard S. Nollen said the company, 
through its Iowa investments, is vitally 
interested in both- the economic and 
social welfare of Iowa enterprises and 
Iowa people. “Farming like every busi- 
ness enterprise, depends for success 
upon intelligent human effort. The fu- 
ture welfare of Iowa agriculture de- 





pends upon the extent to which the able 
rural young people of today adopt farm- 
ing as a profession which will give them 
a highly satisfying way of life. There- 
fore, the Bankers Life has an interest 
in promoting an intelligent approach to 
farming on the part of the rural youth 
of today.” 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 


PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Lincoln National's 
New Dividends 


Lincoln National Life has distributed 
to its agents the new dividend illustra- 
tion booklet covering more popular 
policy forms, effective Aug. 1. Illustra- 
tive dividends for four forms are: 


Dividends End of Year 
Ordinary Life 


Age at 2 5 10 15 20 Total 
Issue $ $ $ $ $ $ 
5 ot 2.81 3.81 5.438 5.94 6.11 96.63 
|) Re 2.84 3.83 5.48 6.00 6.16 97.40 
2 Tae 2.87 3.86 5.52 6.04 6.20 98.06 
ae 2.88 3.87 5.55 6.06 6.24 98.69 
| ee 2.92 3.92 5.61 6.10 6.31 99.60 
hee 2.94 3.94 5.66 6.15 6.36 100.36 
R6...o636 2.97 3.97 5.72 6.19 6.41 101.10 
ee 2.98 3.99 5.76 6.25 6.50 101.90 
S856 < 3.00 4.01 5.78 6.28 6.58 102.63 
re 3.01 4.05 5.81 6.383 6.66 103.42 
50s ass 3.03 4.10 5.84 6.37 6.74 104.25 
RA. nas 3.05 4.15 6.88 6.44 6.85 105.38 
| ee 3.08 4.16 5.92 6.50 6.92 106.16 
ee 3.10 4.16 5.95 6.57 7.00 106.90 
| re 3.15 4.18 5.99 6.66 7.09 108.04 
BB wsses 3.15 4.18 6.02 6.73 7.16 108.82 
Se 3.15 4.22 6.07 6.82 7.25 110.01 
eee 8.15 4.25 6.14 6.91 7.40 111.27 
Ree 3.16 4.27 6.22 7.00 7.54 112.49 
ee 3.18 4.29 6.29 7.09 7.70 113.86 
ee 3.20 4.32 6.39 7.19 7.86 115.59 
| Dee ee 3.22 4.87 6.50 7.29 8.05 117.59 
a8 sSas 3.25 4.44 6.58 7.45 8.24 119.70 
| ae 3.27 4.51 6.70 7.64 8.46 122.19 
5 eee 3.32 4.63 6.83 7.85 8.69 125.04 
€0s.55< 3.389 4.72 6.97 8.08 8.95 128.33 
86, ba 3.48 4.84 7.11 8.31 9.21 131.69 
| Bee 3.56 4.96 7.34 8.59 9.51 135.68 
ee 3.69 5.10 7.62 8.90 9.84 140.43 
OE 3.79 5.24 7.89 9.22 10.18 145.18 
Ae 3.93 5.41 8.20 9.58 10.56 150.69 
3 Rs 4.00 5.54 8.54 9.97 10.98 156.40 
5 ee 4.07 5.76 8.90 10.39 11.42 162.69 
G8 ..o55%s 4.17 6.02 9.32 10.85 11.91 169.83 
ft eee 4.27 6.30 9.77 11.38 12.45 177.84 
SB scbe5 4.46 6.61 R m ‘ : 
GU ss Sar. 4.67 6.95 9 
Fee 4.90 7.32 
58..0%. 5.16 7.73 1 
BP ues 5.44 8.16 
CPi sees 5.74 8.65 
Endowment at 85 
5 10 1 0 Total 
$ $ 

2.86 80.90 

2.88 81.48 

2.90 81.94 

2.91 82.58 

2.96 83.44 

2.98 84.18 
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45 
51 
55 
60 
65 
70 
79 
87 
95 
03 
12 
21 
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47 
65 
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01 
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33 
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136.65 
1 142.75 
1 149.42 
1 1 156.62 
1 1 164.55 
1 1 173.01 
10.28 1 1 182.43 
10.88 1 13.36 192.50 
11.52 1 13.89 202.99 
12.24 1 14.41 214.40 

20 Payment Life 
, ao $3.41 4.78 7.02 7.78 8.18 125.13 
|: Ee 3.43 4.79 7.05 7.80 8.15 125.37 
7 eae 3.44 4.79 7.08 7.80 8.15 125.40 
Far 3.45 4.80 7.06 7.81 8.18 125.76 
, 2 ee 3.47 4.80 7.08 7.82 8.20 125.94 
Te 3.49 4.81 7.11 7.83 8.23 126.32 
BB hob ce 3.50 4.82 7.18 7.85 8.26 126.62 
eS $8.50 4.85 7.15 7.88 8.32 127.21 
See 3.50 4.83 7.14 7.88 8.35 127.19 
BD a. 402 $3.50 4.85 7.14 7.90 8.40 127.47 
BD B04 a8 $3.52 4.88 7.16 7.93 8.46 128.09 
aes 8.52 4.90 7.15 7.93 8.49 128.25 
ae 3.53 4.89 7.15 7.97 8.51 128.41 
BBiccee $3.54 4.88 7.15 8.01 8.56 128.71 
BE e-0:0:0- 3.57 4.87 7.14 8.03 8.58 128.85 











2 5 10 15 20 Total 

$ $ $ $ $ $ 
3.56 4.88 7.15 8.07. 8.61 129.27 
3.53 4.85 7.14 8.08 8.63 129.18 
3.52 4.85 7.17 8.12 8.69 129.65 
3.52 4.86 7.21 8.17 8.76 130.22 
3.51 4.85 7.22 8.18 8.81 130.45 
3.50 4.85 7.28 8.23 8.88 131.16 
3.51 4.86 7.32 8.27 8.96 132.03 
3.51 4.90 7.35 8.384 9.02 132.83 
3.52 4.96 7.42 8.46 9.12 134.27 
3.54 5.01 7.49 8.59 9.23 135.90 
3.59 5.07 7.56 8.70 9.33 137.56 
3.65 5.15 7.65 8.86 9.46 139.83 
3.72 5.25 7.81 9.04 9.60 142.43 
3.82 5.34 8.01 9.25 9.76 145.38 
3.91 5.46 8.22 9.47 9.94 148.92 
4.01 5.57 8.47 9.72 10.12 152.69 
4.06 5.68 8.73 10.01 10.34 156.82 
12 5.87 9.02 10.32 10.57 161.48 
4.19 6.07 9.35 10.66 10.83 166.69 
25 6.381 9.73 11.06 11.13 172.76 
4.43 6.57 10.16 11.50 11.45 179.61 
4.62 6.88 10.60 11.98 11.79 187.06 
4.85 7.21 11.18 12.58 12.19 195.62 
5.07 7.57 11.70 18.12 12.62 204.82 
5.384 7.99 12.35 18.80 18.11 215.41 
5.62 8.44 18.04 14.54 13.64 226.80 

20 Year Endowment 

Age at 2 5 10 15 20 Total 

Issue $ $ 6 $ 6S $ 
> ae 2.31 4.17 7.34 8.56 9.34 129.73 
Bisabae 2.33 4.20 7.35 8.58 9.35 129.98 
- es 2.36 4.24 7.39 8.60 9.38 130.61 
ae 2.37 4.24 7.39 8.60 9.39 130.77 
3 ee 2.40 4.26 7.43 8.63 9.42 131.30 
2 ee 2.41 4.25 17.48 8.66 9.49 131.77 
oe 2.43 4.28 7.51 8.68 9.47 132.18 
RV sh a5 2.42 4.30 7.52 8.70 9.49 132.58 
BR cass 44 4.32 7.54 8.73 9.52 133.04 
Bevin 08 2.45 4.84 7.55 8.74 9.53 133.25 
1 er 2.45 4.86 7.55 8.75 9.54 133.43 
| RE 2.46 4.388 7.57 8.78 9.56 133.83 
ee 2.48 4.37 17.57 8.78 9.55 133.77 
Bei awes 2.50 4.36 7.56 8.79 9.54 133.74 
BE iiss 252 4.36 7.56 8.80 9.54 133.85 
Disk 516-8 2.50 4.34 7.54 8.79 9.51 133.49 
BB asvas 2.49 4.38 7.52 8.78 9.48 133.27 
> ere 9.47 4.31 7.52 8.77 9.45 132.95 
| See 2.47 4.31 7.52 8.76 9.42 132.80 
BB cwa ave 9.46 4.31 7.52 8.75 9.39 132.68 
a 2.45 4.29 7.53 8.73 9.36 132.33 
41 2.46 4.28 7.54 8.73 9.383 132.53 
os "45 «4.30 «7.53 8.74 9.29 132.50 
"45 «4.33 «7.55 8.77 9.26 132.72 
"45 «4.86 «467.57 «8.81 9.24 133.17 
f 4.40 7.58 8.85 9.22 133.70 
E 4.44 7.61 8.92 9.21 134.54 
7 me: 4.49 7.71 9.00 9.21 135.67 
| ee : 4.56 7.84 9.11 9.24 137.45 
Bo caus 272 4.64 7.98 9.25 9.28 139.56 
BOs. 365 2.79 4.71 8.15 9.41 9.33 141.86 
> Deer "83 4.77. 8.84 9.59 9.89 144.42 
5 ee 287 4.92 8.56 9.81 9.48 147.66 
Bex sss 2°94 5.13 8.84 10.09 9.62 152.03 
3 See 2.99 5.32 9.17 10.39 9.77 156.71 
Boss's 315 5.55 9.51 10.74 9.94 162.01 
Beschew-s 332 5.82 9.91 11.15 10.17 168.48 
SS ee 351 6.12 10.37 11.61 10.42 175.57 
GBs s%5 3°72 6.46 10.90 12.15 10.74 183.96 
Saree 3.95 6.81 11.47 12.74 11.08 193.01 
OS 4.22 7.23 12.12 13.42 11.49 203.44 





Bankers National Life 
Announces Some New Plans 


The Bankers National Life announced 
at its sales convention that it had put 
on the market a new 10-year term pol- 
icy renewable to age 50, and a salary 
savings program carrying a minimum of 
five lives and $10,000 insurance. | At the 
first meeting of the agents President R. 
R. Lounsbury gave the welcome. R. J. 
O’Brian, assistant superintendent of 
agents, told about the new 10-year 
term contract. He said it was pre- 
pared in answer to a demand from the 
field for a policy of this kind which 
could be issued in amounts of less than 
$5,000 to applicants who are eligible for 
standard ordinary life, but not for pre- 
ferred risk policies. The minimum pol- 
icy has been set at $2,500 and it will be 
issued from age 16 to 50. It provides 
conversion within seven years and may 
have premium waiver and double in- 
demnity added. The minimum premium 
is $7.50 on the monthly plan and $10 
on other plans. Premium rates without 
disability increase from $10.35 at age 20 
to $10.80 at age 25; $11.45 at 30; $12.48, 
35; $14.56, 40; $18.07, 45 and $24.16 at 
age 50. Dividends under the present 
scale are for age 35, first, 63 cents; sec- 
ond, $1.26; third, $1.61; fourth, $2.03; 
fifth, $2.39, and tenth, $4.60. 

H. C. Freeman, assistant superintend- 
ent, explained the new salary savings 





plan, saying that because of the increas- 
ing number of persons finding steady 
employment and the popularity of sav- 
ings through salary deduction this has 
been devised. The company set five 
lives and $10,000 as the minimum for a 
salary allotment case and allows inclu- 
sion of any type of level premium. pol- 
icy under the plan. It may also include 
— on members of employes’ fami- 
ies. 

W. J. Sieger, vice-president and su- 
perintendent of agencies, told about the 
company’s “buyers guide” in planning 
life insurance programs to supplement 
social security. He said that under the 
act benefits at the retirement age of 65 
are very greatly below the average earn- 
ings of the insured worker and unless 
there is a supplementary income, re- 
duced living expenses will be quite con- 
siderable. It might be necessary to 
continue working beyond 65 and, there- 
fore, forfeit part or all of the old age 
income to which the person would be 
entitled. 


Canada Life Announces Its 


New Dividend Scale 


Canada Life’s new dividend schedule 
effective July 1 increased the amount 
payable on ordinary life policies but is a 
continuation of the 1940 schedule for 20 
payment life and 20 year endowment. 
The ordinary life increase varies with 
age at issue but is practically the same 
amount at all policy durations. 

For example, the increase is approxi- 
mately 20 cents per $1,000 at age 25 on 
policies issued at premium rates in use 
since May 1, 1934, but 37 cents for 
policies issued on the old premium basis. 
At age 45, the increase is 70 cents for 
policies on the current basis and 48 
cents for the old. 

Illustrative dividends on the new scale 
are: 


Ordinary Life¢ 


Age 15 25 35 45 55 
Prem. $14.90 $18.66 $24.84 $35.82 $55.21 
BOAO) 6:00, alepe 1.56 1.81 2.81 8.27 
1939 - 1.55 1.58 1.85 2.36 3.34 
1938 «+ sol 2:00 "2.850 “Bal. Oe 
1937 -. 3.16 3.26 3.84 4.94 6.96 
1936 oo 80. 1:65 1.96 2.52 3.55 
1935 so. 62 1.68 2.00 2.58 3.62 
nge4* ... BGe py 2.04 2.63 3.69 
OM (5) 3% Reserve Basis 
Prem. $17.10 $21.25 $27.90 $38.90 $57.95 
1934f ... 2.85 3.22 3.75 4.43 5.62 
2.89 3.28 3.84 4.54 5.76 
5.86 6.68 7.84 9.30 11.78 
2.98 3.40 4.00 4.76 6.03 
3.02 3.46 4.09 4.87 6.16 
3.07 3.52 4.17 4.98 6.30 
3.12 3.59 4.26 5.09 6.43 
6.34 7.32 8.70 10.40 13.12 
8.22 $8.72 4.44 5.81 6.68 
3.27 3.79 4.53 5.42, 6.81 
3.32 3.87 4.62 5.53 6.93 
3.88 $8.94 4.71 5.64 7.05 
6.86 8.02 9.60 11.50 14.32 


tContingent provision for revaluation 
of policy liabilities produces total re- 
serves equal to AM (5) 3%. 

*May 1, 1934 to July 1, 1934. 

tJuly 1, 1933 to May 1, 1934. 


New York Savings Bank Plan 


The New York savings bank life in- 
surance decreasing term policy is de- 





Title Insurance 
Companies 


They have the recommenda‘ 
dorsement of The 























signed to protect mortgage loans whic, 
decrease $50 at the end of each year fy 
20 years. It carries rates at quintennja) 
ages beginning at age 20; $6.73, $6.99 
$7.42, $8.40, $10.23, $13.30, $18.12, $25.4) 
The policy may also be written on the 
single premium plan with rates at ag 
25, $55.08; 35, $70.88; 45, $122.99, ani 
55, $236.26. The latter plan carries cag, 
value. 





Dominion Life Scale 


The Dominion Life of Canada ap. 
nounces that its new dividend scale ; 
the same as has been effective since 
1938 for all standard forms but reduces 
the scale for single premium an 
paid-up policies. It increases the scale 
for preferred risk whole life by a flat 45 
cents per $1,000 at all ages and dur. 
tions. 


Connecticut Mutual Clause 


HARTFORD — Connecticut Mutu 
Life has adopted a war and _ aviation 
clause applying to men in the service 
or those who have been called into sery. 
ice under the selective service act. It 
will not be applied except where the 
underwriting department believes there 
is a war or aviation hazard. 


Adopts War Risk Rules 


Manhattan Life has adopted under 
writing rules relating to war risk. “The 
rapid spread of war has resulted in in. 
creased hazards for certain groups of ap. 
plicants,’ the announcement stated, 
“These groups require individual atten- 
tion and individual underwriting in 
order to keep them from affecting the 
mortality of our policyholders as a 
whole. 

“We have in mind at present particu. 
larly: 1. Those who might travel out 
side the United States. 2. Those en- 
gaged in marine service whether on the 
Atlantic, Pacific or within our own 
waters. 3. Those engaged in munitions 
work. 4. Those engaged in aviation, 
army, navy and allied services.” 

All cases coming within these classi- 
fications should be submitted in full to 
the company before an application is 
taken. Manhattan then will apply the 
appropriate ratings. 


PROPERTY 
MANAGEMENT 


eas DIRECTORY ao 


@ The property management firms whow 
names are shown on this page have been 
selected after careful investigation. 

have the recommendation and endorsement 
of The National Underwriter. : 
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LEGAL RESERVE FRATERNALS 





gepervenes 


Insurable Interest Rule 
by Kansas High Court 


An important decision relating to in- 
surable interest was rendered by the 
Kansas supreme court in the case of 
Barbara Jarnevic, widow of a member 
of Woodmen of the World, in her suit 
to receive the certificate proceeds, al- 
though the face amount had been paid 
to a blood niece, who was designated by 
the husband as the beneficiary. 

The certificate provided that it was 
void if there was a breach of warranty. 
A jury found the beneficiary was not 
related to the member, but the lower 
court held the society had the sole right 
to question the beneficiary’s qualifica- 
tions and rendered judgment for the so- 
ciety, from which the widow appealed. 

The supreme court ruled the bene- 
ficiary designation in the application 
was a warranty and the jury’s finding 
that the beneficiary was not related 
made the insurance certificate null and 
void because of breach of warranty. It 
was held a false warranty as to rela- 
tionship of beneficiary under terms of 
the membership contract voids the cer- 
tificate and the widow had no right of 
recovery. 

Plaintiff had claimed also that pay- 
ment to the named beneficiary was a 
waiver of any defense of fraud. The 
supreme court held there was no such 
waiver and the society was not estopped 
to set up the fraud of the insured as 
there was no prejudice to the plaintiff’s 
rights nor was she led to any course of 
action upon reliance of the payment to 
the named beneficiary. Lower court 
judgment in favor of the society was 
affirmed. 

The decision, not yet officially re- 
ported in “Pacific Reporter,” was di- 
gested by Richard F. Allen, general 
counsel Standard Life, Topeka, and 
secretary-treasurer law section National 
Fraternal Congress. 


Old Age Fund Ruled Not 
Entitled to Proceeds 


Charitable institutions are not entitled 
to the benefits under life insurance cer- 
tificates merely because they have volun- 
tarily bestowed charity upon the insured 
without any legal or moral obligation, 
the Illinois appellate court held in the 
case of Maccabees vs. Stone, et al. The 
John C. Proctor Endowment Fund con- 
ducts a home in which the insured 
Stone and his wife were inmates, having 
agreed to turn over all their property to 
the fund. The wife, who was bene- 
ficiary, predeceased her husband and no 
new beneficiary designation was made, 
whereupon under the Maccabees by- 
laws the sister, as nearest relative, was 
the eligible beneficiary. The lower court 
found in favor of the sister and the trus- 
tees of the fund appealed. Maccabees 
filed a bill of interpleader. 

The Illinois appellate court held that 


for the endowment fund to be entitled to 
the death benefit it must show a legal 
dependency. It ruled the contract made 
by the insured with the fund was valid 
and did not give any right to the fund tu 
death benefit proceeds. The lower 
court’s judgment was affirmed. 


New England Congress Meets 


The New England Fraternal Congress 
held its summer outing and meeting this 
week at New Ocean House, Swamp- 
scott, Mass. A short business session 
was held. C. F. Savoie, secretary So- 
ciety L’Assomption of Moncton, N. B., 
spoke on membership. Various bills af- 
fecting fraternals considered in the last 
sessions of the New England legisla- 
tures were discussed. 


Changes in Life Insurance 
During 12 Years Time 


(CONTINUED FROM PAGE 1) 


dividends are paid. There is a reducing 
cost or increasing death benefit. 

Mr. Keffer declared it is savings and 
investment functions that have brought 
about recent difficulties. 


How Two Elements Are Combined 


A policy provides for certain benefits 
to be paid on demand by a holder and 
others to be paid at death. The cash 
value is fixed and definite. The com- 
pany must have funds at hand equal to 
the cash value. They must be built up 
out of premiums and interest. The death 
benefit must always be at least equal to 
the cash value that the holder could 
have demanded just before he died. Mr. 
Keffer separated the death benefit into 
two parts, the first being the cash value 
and the second the amount at risk. The 
cash value is not subject to any life con- 
tingency. It is the amount at risk 
which represents the wealth created for 
the policyholder at his death. 

The cash value increases ffom year 
to year. The fund to pay it must always 
be on hand. Part of the premium and 
the interest are used to provide the 
guaranteed increase. The part of the 
premium to be conserved with interest 
to build up cash and maturity values 
constitutes the savings part of a policy. 


Different Policy Forms 


It is only the excess of the total death 
benefit over the existing cash value, viz., 
the amount at risk, which represents the 
wealth to be created with the holder’s 
death. That part of the premium not 
used for the savings, except the neces- 
sary margin for expenses, is the con- 
tribution of the holder to be used in 
order that his estate may be greater at 
his death. If he does not die this part 
of the premium vanishes and hé does 
not see it again. 

Different policy forms simply repre- 
sent different combinations of these two 
functions. An endowment policy has 
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larger cash values. Larger portions 
must be set aside for larger cash values. 
The amount at risk becomes less than 
for an ordinary life policy. 

In case of a paid up policy no further 
premiums are available. The cash value 
must be large enough so that with in- 
terest earned it will provide for the 
guaranteed increase. Some of the in- 
terest must be saved to pay for the pure 
insurance. 

As interest rates decrease larger 
premiums must be collected to make up 
the guaranteed increase in cash values. 
If a proper balance is to be maintained 
the values must be larger than before 
so that the increases from year to year 
will be smaller and so that the pure in- 
surance requirements equal to the 
amount at risk will be lessened. 





INSURANCE RATES 





What would happen if there were no 
interest? For a one-year term policy 
there would be no change in cost since 
no part of the premium is conserved. 

In case of a paid up policy, the cash 
value must equal the death benefit if 
there were no interest. A company 
might as well pay it out as an endow- 
ment. If there were no interest, com- 
panies could not write limited payment 

Policies. Ordinary life policies would 
require values to be determined so that 
the entire increase would come from 
premiums. Mr. Keffer said it would 
probably still be desirable to have some 
savings plan in order to avoid excessive 
increase in cost at approach of old age. 

If there were no interest, ordinary 
life rates would have to be increased 
about $10 a $1,000 and 20-year endow- 
ments from $15 to $20. 

The vast reserves represent funds 
contributed by people for their own use. 
The interest is used to increase these 
funds. If the interest income is reduced 
it must be replaced by increased premi- 
ums or reduced benefits. The big prob- 
lem for companies, Mr. Keffer asserted 


is to adjust themselves to this lower 
interest rate. But he said the need for 
insurance and for the combination of 
the two functions will continue. 

In the adjustment, he stated, mutual 
companies differ from stock ‘companies. 
Stock companies have capital and sur- 
plus representing stock holding funds, 
which can be used for protection while 
mutual companies, he said, must rely 
solely on policyholders. 


Net Cost Illustrations 


Mr. Keffer referred to net cost illus- 
trations based on dividends. Dividends 
currently paid are used in estimates but 
he called attention to the frequent ad- 
justments of dividends forced on com- 
panies because of lower interest. He 
asked if there is any likelihood of cost 
being reduced. Mr. Keffer sees no 
signs of increased interest rate. 

The major field for investment, he 
said, is government bonds and the yield 
on these is constantly declining. 

A company president calls attention 
to the fact that refinancing of new de- 
fense industries is done by government 
agencies. No facilities are at hand for 
private investment. The best grade of 
industrial and public utility bonds will 
yield less than 3 percent when available 
at all. Mortgage rates are lower. Mu- 
nicipals with income tax exemption are 
grabbed by individuals. 

Mr. Keffer made a study of the divi- 
dend illustrations of a number of com- 
panies during the last 10 years, point- 
ing out the numerous adjustments. He 
reached the conclusion that no one 
could prognosticate the future trend of 
dividends but there was no indication 
of a rise in interest rate. There will 
likely be continued mortality savings 
and to a limited extent, companies 
might draw on accumulated surplus for 
dividends. However excess interest 
earnings are out of the picture. Possible 
rate increases are in the offing. There- 
fore he concluded that estimates of fu- 
ture net cost based on present condi- 
tions would be purely a guess. 
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Agency Morale Is 
Theme of Managers 





(CONTINUED FROM PAGE 1) 


manager Sales Research Bureau, will 
summarize the ideas on morale that have 
been presented during the day. 

The final feature will be “You'll be 
Electrified,” by Vernon E. Vining, 
former director of department store sales 





OSBORNE BETHEA 


for the Westinghouse Electric Company 
and now an independent sales engineer. 
Mr. Vining’s sparkling talks have created 
much favorable comment throughout the 
country, but this is the first time he has 
appeared’ on a national life insurance 
program. 








Advisory Council Members 


WASHINGTON, D. C.—The names 
of 18 leaders in home financing indus- 
try and other thrift plans who will form 
the Federal Savings & Loan Advisory 
Council have been announced by the 
officers of the Federal Home Loan 
Bank board. One of the new members 
is Col. C. B. Robbins of Chicago, man- 
ager and general counsel of the Ameri- 
can Life Convention. W. E. Hodnett 
of Lincoln, Ill, prominent local agent 
and head of the Hodnett Agency, has 
been reelected a member of the council 
by the Federal Home Loan Bank in his 
territory. 





John M. Thorne, assistant secretary 
New York Life, has been elected vice- 
president of the Mortgage Conference 
of New York, an organization of insti- 
tutional investors. He is the sole life 
company representative among the con- 
ference’s officers, the others being offi- 
cials of savings and commercial banks. 





Something New 
ING BISON INCLU ENN (1D 


A Pure Protection . . . ordinary or 
whole life policy without cash values 


Our limited pay policies permit 
the withdrawal of cash values 
Without cancelling policy 
To aR 
Without note, interest or reducing policy 
Many other new features 
that appeal to thinking people 


Commissions that will interest any 
salesman. Previous experience not essential 


Interstate Reserve 
Life Insurance Company 
PEARSON STREET, CHICAGO 


TEN EAS 





Sun Life of Canada Makes 
Big Contribution to War 


The Sun Life of Canada has 200 men 
from its head office staff, or more than 
25 percent of the male employes, in the 


service. Eight from the home office 
have been killed in action. Staffs 
throughout the empire have been 


drained considerably by the war. 

Before the war the British agency 
organization had 405 managers, agency 
assistants and agents. Over 150 of 
these are in active service. Quite a 
few of the remainder are active in home 
defense and ARP work. Of the Cana- 
dian agency organization 53 men are 
on active service, while a number of 
others have been lent to the govern- 
ment for special war service duties. 

The more than 550 women from the 
Montreal head office are connected with 
the Canadian Red Cross, and 125 are 
members of the Women’s Voluntary 
Training Group. Employes of Sun Life 
in Canada are buying $80,000 in war 
savings stamps annually, and contrib- 
uted generously to Canada’s recent war 
bond issue. 





Agency Management School 


The final Sales Research Bureau 
School in agency management for 1941 
ended with a session in Chicago attended 
by 69 managers, general agents, super- 
visors and home office men from all sec- 
tions of the United States and Canada. 

The class held a “graduation banquet” 
July 25 at the Edgewater Beach Hotel, 
which was attended by all members of 
the group as well as by 44 alumni and 
guests. The program for the banquet 
was handled by the officers of the class: 
John R. Hastie, Chicago, manager Mu- 
tual of New York, president; N. E. Glass- 
brook, division manager Ohio National, 
vice-president; Clayton Mammel, general 
agent Farmers & Bankers, secretary, and 
John Evans, vice-president Ohio Na- 
tional, treasurer. 





Holly Made Coast Supervisor 


Harold Holly, an agent in the Glen- 
dale, Cal., office of the John Hancock 
Mutual Life, has been appointed super- 
visor of field training for the entire Pa- 
cific Coast. He is a graduate of the Uni- 
versity of Southern California, and has 
been with the company seven years, 
two years in Glendale. 





Open San Francisco Agency 


A general agency of Pacific National 
Life of Salt Lake City is being estab- 
lished in San Francisco by A. Ross 
Boyd in cooperation with Milton I. Wa- 
ters of the Miway Timefinance Com- 


Group Cover 
Tuned to the Day 


Group insurance is the foundation in 
industry of that unity, loyalty, and co- 
operation for which the nation is 
urgently calling today, according to P. 
T. Carter, regional group supervisor of 
Travelers, in a speech made to the Col- 
lection Service Division of the Associ- 
ated Credit Bureau of America at its 
New York convention. “For the em- 
ployer who puts money into it, group 
insurance is an investment,” Mr. Carter 
contended, “and one that will pay big 
dividends to his stockholders.” 

Granting that “social security will be 
a God-send to thousands of employes 
and their families and it richly deserves 
the applause that it has received,” Mr. 
Carter maintained that it still was not 
enough, and that it must be supple- 
mented before an employer can hope to 
build employe or public good will. He 
should, the speaker contended, have “a 
plan whereby the employe is guaranteed 
that in case of death there will be a 
burial benefit plus an income to his 
family for some definite period; that at 
least a portion of his earnings will be 
continued during disability. In addition 
to this, the plan should make funds 
available to take care of the major part 
of the expenses if hospitalization or an 
operation is necessary. Also, when the 
employe reaches old age, the’ plan 
should make him self-supporting. : 

“This plan must be free of restric- 
tions. The benefits should be plainly 
stated in a written document that will 
remain in the possession of the employe 
and his family. It must be available to 
all employes regardless of age, sex, 
color or physical condition and within 
the financial reach of all.” 

Pointing out that more than 10,000,- 
000 employes already are protected un- 
der at least a part of such a plan, Mr. 
Carter concluded: “No one contends 
that group insurance alone will solve all 
of the vexing problems pertaining to 
employe relationships that confront the 
present-day employer. However, it is 
the best means through which the em- 
ployer can reach the families of his em- 
ployes and invite their loyalty and co- 
operation. The employer reaches these 
families through the medium of the 
written document outlining the benefits 
of the plan which, under the group pol- 
icy, is called a certificate. This certifi- 
cate works for the employer 24 hours a 
day.” 








pany. It is understood the facilities of 
Miway Timefinance will be available*for 
financing premium payments and policy 
loans. 





agency heads. 


at Dallas. 


will be treated in confidence. 





Opportunity — Traveling Supervisor 
Texas and Oklahoma 


THE COMPANY: A progressive (non-participating) life company of sub- 
stantial age and size; agencies in the Southwest for more than ten years. 


AGENCY OBJECTIVES: To extend the personnel and further develop 
present agencies in the Southwest, supplementing the activities of present 


QUALIFICATIONS FOR THE JOB: 


A recerd of successful personal production. 

Proven ability in recruiting, training and supervision of agents. 
Age 35 to 45, preferably married. 

A good record as to character, habits and industry. 

Willingness to travel the greater part of the time, with headquarters 


Applicants should give full information in first letter, following the list of 
requirements as a guide. A recent photograph must be submitted. Replies 


ADDRESS— 
"DEVELOPMENT," c/o THE NATIONAL UNDERWRITER 
175 W. Jackson Blvd., Chicago, Illinois 








Convention Dates 


—e 


Sept. 3-5, International Association of 
Insurance Counsel, White ulphur 
Springs, W. Va., Greenbrier hotel. 

Sept. 8-10—International Claim Asgo. 
ciation, Atlantic City. Ambassador Hotel, 

Sept. 15-19—National Association of 
ay eee vata shania Cincinnati, Gibson 

otel. 

Sept. 22-25, National Fraternal Con. 
gress, San Francisco, St. Francis hotel, 

Sept. 25-26, Actuarial Society of 
America, Seignory Club, Quebec. 

Sept. 25-27—Institute of Home Office 
Underwriters, Chicago. Edgewater Beach 
Hotel. 

Sept. 29-Oct. 1—Life Office Manage. 
ment Association, Netherlands Plaza, Cin. 
cinnati. 

Sept. 29-Oct. 1, Life Advertisers Asso. 
ciation, Hotel Statler, Boston. 

ct. 6-9, American Life Convention, 
Edgewater Beach Hotel, Chicago. 

November 3-5, fe Insurance Sales 
Research Bureau and Association of Life 
Agency Officers joint meeting, Toronto, 
Royal York Hotel. 

Dec. 8-10, National Association of In. 
surance Commissioners, mid-winter 
meeting, New York, Hotel Pennsylvania, 

Dec. 11-12, Life Presidents Association, 
New York, Waldorf-Astoria. 











Charles E. Hooper, for 20 years with 
the Frank H. Lewis agency, Massachu- 
setts Mutual Life, in Newark, 15 years 
as supervisor and right hand man to 
Mr. Lewis, has resigned. Mr. Lewis re- 
signed last week after 44 years with the 
company. Mr, Hooper is a former 
president of the Life’ Underwriters As- 
sociation of Northern New Jersey. 


CALLED TO SERVICE 











William J. Dierkes, associated with 
his father, L. B. Dierkes, Cincinnati 
agency director of New York Life, has 
received his wings and become a full 
fledged pilot in the Royal Canadian Air 
Force. He enlisted last October and 


expects to be sent to England soon. 
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Sales Ideas and Suggestions 

















Prospecting Constitutes 50 Percent 
of Soliciting Agent's Problem 


(CONTINUED 


FROM PAGE 2) 





—— 


knew the family from which the orphan 
came. He recited one case where a boy 
was selling papers at a street corner. He 
wanted to get a turkey for Christmas for 
his mother. He did not have enough 
money. He found a brick and he con- 
cluded that he would break the plate 
glass window and get a turkey as he 
wished. Someone came along on a rainy 
night and talked to the youngster as 
He found out the 
child’s desire and gave him a $5 bill and 
thus kept him from being a thief. Mr. 
Smithson employs incidents of this char- 
acter to show the need of saving enough 
money so that children will not be 
thrown on the cold world. 


Getting More Friends 


Mr. Tuthill told about his success with 
cold canvass which he thinks is a very 
desirable plan. He said that prospect- 
ing and the work habit are highly essen- 
tial to successful salesmen. 

Mr. Wade was introduced as one of 
the famous people of Wadesville, Ind. 
He said that the introducer forgot to 


' mention him as the golf champion of 


Wadesville as he was the only man in 
the town who had any clubs. He told 
how he endeavored to meet people, cre- 
ate them into friends and then sell them 
some form of insurance. He makes a 
client out of these people and looks after 
their insurance in its various phases. 
After a while he gets so close to many 
people that they buy all their insurance 
from him of whatever kind it is. He 
said that often he called on new people 
without any rate book or any other rev- 
elation of his business. It takes the pres- 
sure off a salesman and it gives a man 
an opportunity to have a friendly chat 
and bring up the subject of insurance 
incidentally. 


Relies Mostly on Friends 


Mr. Wilkinson is a former banker. He 
gets most of his business from friends, 


_ a considerable amount from people ob- 


ligated to him and about a quarter from 
policyholders. Taking it all in all he 


_ gets 83 percent from friends, acquaint- 


ming. He 


SiGe wat bie 





' spent. 
| thing to create more friends. 
' used for service organizations is well 
» employed because it brings one within 
» Tange of 


_ who are obligated to him. 
» agent goes to someone who is indebted 
| to him in some way he always finds a 












ances and policyholders. He is not con- 
scious of any set procedure in prospect- 
spends much time _ with 
He said that that is time well 
He urged agents to do some- 
All time 


friends. 


more friends. Before one 
knows folks they are just people. Then 
they become friends and then good 
friends. Mr. Wilkinson said that he has 
had much success in selling to people 
When an 


favorable reception. A man who breaks 
an appointment feels under obligations 
to the agent. He said that very often 
here and there there is something that 
an agent can do that eventually will 
bring him business. He finds it desir- 
able to solicit people in the same busi- 
ness because they haye common prob- 
lems and after an interview or two the 
agent can talk intelligently to the others 
about their business. Therefore he keeps 
1S eyes and ears open for avenues that 
Tun out from similar lines of business. 
€ was connected with a bank and had 
charge of the trust department. The 
bank went under and was reorganized 
and he got the list of names of the sav- 
gs depositors. He said that this was 
considered a gold mine and yet out of 


that wonderful list he only got 15 per- 
cent of his business because the deposi- 
tors were not actually friends. 


ACCIDENT LEADS 








W. C. Cousins, agency assistant, spoke 
about the use of accident insurance as 
a lead to life insurance prospects. He 
said that people that have an income in 
excess of $2,000 a year constitute the 
best prospects. He wrote to a large 
number of Aetna Life people and found 
that 16 percent of their accident busi- 
ness comes from friends and acquaint- 
ances, 15 percent from old policyhold- 
ers, 14 percent from centers of influ- 
ence, 11 percent from those that had 
satisfactory claim settlements, 10 per- 
cent from personal observation, 8 per- 
cent from cold canvass, 7 percent from 
leads in newspapers or trade papers, 5 
percent from the endless chain meth- 
ods, 5 percent from direct mail solicita- 
tion, 4 percent from business groups, 
clubs, etc., and 4 percent miscellane- 
ous. 





GROUP PROSPECTS 





L. M. Cathles, Jr., home office repre- 
sentative of the group department who 
is now manager of that branch in the 
Toledo agency, stated that a well man- 
aged group department serves as a stim- 
ulus to the ordinary life and accident 
business in any office. If there is a 
successful coordination of life, accident 
and group an agency will prosper. He 
told about the recent building of the 
Toledo agency, calling attention to the 
fact that there were 10 qualified agents 
at the central division convention at 
Mackinac. Last year the men closed 54 
group cases for $6,000,000. Very often 
agents who have casualty business in 
the Aetna Casualty get acquainted with 
employers and executives and they are 
good prospects for life insurance and 
other lines. He said that the cold can- 
vass method is successful for smaller 
concerns’ that have not or do not carry 
group insurance. He said that the pos- 
sibilities of success from the cold can- 
vass plan now are excellent. Mr. 
Cathles said that the defense program 
has stimulated many small concerns un- 
til they are now very busy and have 
more employes. Therefore, new pros- 
pects have been created through the de- 
fense projects. He said that there has 
been an 18.9 percent increase in em- 
ployment during the last few months. 
He thinks that the trade unions are now 
showing an increased interest in group 
insurance. Owing to the big taxes on 
profits, employers see the value of con- 
tributing less to the government and 
more to their own people. 


Opportunities Pointed Out 


He spoke of the opportunities not 
alone for group life but group accident, 
health, hospitalization and _ retirement 
plans. He said that the Aetna Life’s 
hospitalization insurance has had the 
greatest growth and seems to be the 
most popular of the group plans. It has 
1,245 hospitalization group contracts in 
force and the premiums last year were 
$2,649,000. He gave some statistics as 


to the number of people that go to a 
hospital in a year and how many call 
for surgical operations, saying that sta- 
tistics of this kind are very convincing 


when presented in an interview with 
employers. 

Many concerns were formerly too 
small, they did not have enough money 
and now they are prosperous and want 
to keep their employes. Many concerns 
today are finding it difficult to recruit 
trained employes especially where they 
have a trade. Hence employers desire 
to play up to them in every way possi- 
ble. He said that 125 wholesale con- 
tracts in the Aetna Life were converted 
to group last year. It is important, he 
said, to get in contact with growing 
concerns which seemingly show great 
improvement, to get prospects. Group 
insurance, he said, opens the way for 
other lines. Where a concern carries 
group, hospitalization or other forms 
of wholesale insurance, the employes 
are met on a more favorable basis for 
additional amounts. He said that it is 
very necessary for an agent who writes 
group insurance to give more attention 
to service. Anything that he can do to 
stimulate interest in group insurance on 
part of the employer, so much the bet- 
ter. Every claim, he. said, should be an 
opportunity for a sale. He advised an 
agent to watch his group cases and go 
over them once a month, studying the 
record and taking up pertinent subjects 
with the employer or executive who has 
charge of that feature. Business insur- 
ance follows group. It affords an op- 
portunity for an agent to insure the 
key men. There is a big field, he said, 
today for salary allotment. 





SPECIALIZED WORK 


W. F. Abbey, field supervisor, gave 
his attention to specialized prospecting. 
He got his early education in a depart- 
agent for the Aetna Life in San Angelo, 
Tex. In 1937 he was appointed agency 
assistant and is now head of the life 
insurance school. He is a nephew of 
E. B. Abbey, Aetna Life general agent 
at San Antonio. 

Mr. Abbey devoted his 
largely to: 

1. Key men insurance. 

2. Partnership and stock retirement. 

3. Employe relation. 

He said that business insurance for 
key men simply creates a fund for re- 
pair and obsolescence. The fund takes 
care of the loss of important men by 
death. Mr. Abbey said that before get- 
ting in contact with the executives or 
directors it is highly necessary to have 
a strong entree to some top man. The 
agent must be very alert to the possi- 
bilities and his powers of observation 
should be very sharp. 

As far as partnership and stock re- 
tirement plans are concerned, Mr. Ab- 
bey said that this gives a guarantee of 
continuity of the business by retirement 
of the stock of a stockholder who has 
died. It supplies cash to consummate 
a plan of purchase of the stock. It 
gives assurance of permanency of the 
business. Then it gives the widow a 
fine insurance fund. She gets the cash 
and the stock goes to someone else. 
There must be, he said, a fair price paid 
for the stock. It furnishes excellent 
facilities for settlement of estates. A 
new stock purchase agreement has just 
been completed by the legal department 
of the Aetna Life. 


Personal Contacts Desirable 





discussion 


Mr. Abbey said that personal contact 
with policyholders is the finest producer 
of new prospects. The large concerns 
or the big people are solicited by men 
high up. The small concerns are not 
after what he calls “Wall Street Insur- 
ance,” but “Main Street Insurance.” 
The credit association in making a sur- 
vey found that out of 22,000 concerns 


investigated one out of four had busi- 
ness insurance. 

Employe relations insurance, he said, 
is highly desirable these days. There is 
a strong trend to solve employes prob- 
lems and employers are particularly in- 
terested in retirement funds. There has 
been a great change in social conscience, 
he said. Then there is the tax saving 
appeal that can be used. Group insur- 
ance where 50 or more are employed can 
be sold more readily now. Where the 
tax saving motive is very strong in the 
purchase of salary allotment or group 
insurance, he said the situation created 
is not so favorable. It is too mercenary. 
What is needed is the creation of good 
will in employe relations. 

ya.. Abbey said that a successful reg- 
ular producer can have his efficiency 
destroyed by attempting to write insur- 
ance under complex plans. He dwelt 
at some length on the use of.the salary 
allotment or budget plan for the smaller 
concerns. This can take the place of 
retirement trusts or other plans that 
have been devised. It is necessary, of 
course, to make a personal solicitation 
of those who come under the plan. One 
takes the social security benefit and 
from that can be built a modest insur- 
ance program. He said that there is 
a big sales value in these smaller con- 
cerns at this time. It is interesting, he 
said, to go to the employer and tell him 
what $10 a month will accomplish. He 
also can save on his income tax. 


Old Excuses Absent 


The old excuses that one finds in the 
big buyers are not so formidable in the 
smaller ones. That is, the person higher 
up in income does not want to buy life 
insurance now because he does not know 
what the income tax is going to do to 
him, his buying defense bonds, etc. 
Therefore, Mr. Abbey suggested that 
more time be given to the lower income 
earners. This means an increase in 
number of sales and probably more in- 
tensive work. He said the best pros- 
pects in his opinion today are those hav- 
ing a salary ranging between $1,500 to 
$3,000. 

Mr. Abbey said that he finds these 
smaller employers in a receptive mood 
to get their employes on a sounder ba- 
sis. The employer can use the salary 
savings plan on the contributory basis 
for a retirement program. The pay- 
ment of the salary savings insurance 
premium might be too expensive for 
many employers and pension trusts are 
too expensive for many. But the em- 
ployer can enter into a contributory 
plan on the salary budget program 
where the employe contributes as well 
as the employer. Some employers rec- 
ognnze past services and pay the dif- 
ference themselves. One employer, he 
said, with whom he is acquainted, as- 
sumed the difference between ages 25 
and 35, and another paid half the 
amount. Social security salary deduc- 
tions, he said, accustom employers to 
salary deductions. These salary allot- 
ment contracts, he said, furnish a fine 
nest of prospects. They can be quali- 
fied on their ability to pay because the 
agent knows how much each one is 
earning. He said that the salary allot- 
ment plan offers an approach to the 
men for additional insurance because 
of its having been installed in their 
concern. 

Mr. Abbey said that where an agent 
majors on the solicitation of these small 
concerns for salary allotment, he can 
have prospects concentrated and there- 
fore he saves time. Again the weekly 
payment plan is of value to those work- 
ing in these smaller concerns. 

B. Coolidge; superintendent of 
agents, said that the principal part of an 
agent’s activities is undoubtedly pros- 
pecting. He said that it is embarrassing 
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or difficult sometimes to ask for leads, 
preferred prospects, letters of introduc- 
tion, etc. It is sometimes embarrassing 
for an agent to get himself in a mood 
to tackle the problem. The agent holds 
back because he fears that a request of 
this kind might embarrass his policy- 
holders or friends. In the evening an 
agent finds it much more easy to stay 
home than attend meetings where he 
could enlarge his list of acquaintances. 


Going to the Waste Basket 


He said that it would be very inter- 
esting if an agent had the names of peo- 
ple that the prominent business man 
throws in the waste basket. That is, 
if he could get the envelope he would 
have a fine list of prospects. He ad- 
vised agents to reach down into the 
lower age groups. They should not 
become so much interested in older 
people. The danger of a man getting 
along in years is that he fails to recog- 
nize the fact that his generation is cre- 
ating less prospects. He said that many 
successful life insurance sales careers 
are built around change of age. There- 
fore he suggested that a file be kept of 
age changes. About 30 percent of the 
new business, he said, is written just 
before the age change. 


Good Self Discipline 


Reverting to requests for help, Mr. 
Coolidge said that it does take courage 
to do these harder things but it is a 
good self discipline. It is worth much, 
he said, to be a boss. He was referring 
to the fact that an agent all the time 
should be his boss. He said that it was 
most excellent habit to keep doing 
something all the time. The current 
situation creates prospects. The agent 
should take advantage of market con- 
ditions. The low income people now 
become prospects. There is a large new 
market created. Salaries are higher for 
wage earners and this creates a margin 
for insurance payments. The problem, 
he said, is how to reach the market but 
he said a resourceful man will be able 
to find a way. If a person desires to 
see somebody or do something he will 
naturally discover the way to do it. 

He said that the dollar a week thrift 
plan is a good approach. Group and 
salary budget programs are excellent 
means of getting in touch with heads 
of concerns. He said that there is 
someone in everyone’s community that 
will give entree to anyone else in that 
community and it is up to the agent to 
find out that man. He said it is a great 
service today to try to get employers 
to realize the benefit of having employes 
save some of their income. 


Pay Out More Taxes 


Corporations, Mr. Coolidge said, are 
going to have larger gross earnings. 
Employers must recognize that they are 
going to pay out increased taxes on 
their net earnings. Salaries are going 
up. Employers are not favorable to 
seeing too much of their net earnings 
going to the government in the way of 
tax. Some concerns have graduated 
into the group plan due to modern con- 
ditions. He said that there is a grow- 
ing expansion in industry. There is a 
demand for capable men and they will 
have to be compensated on a liberal 
basis. Concerns are reaching out for 
junior executives and their overhead 
expense is not filled up. Mr. Coolidge 
thinks that people will find it necessary 
to make more sacrifice for life insurance 
to solve death and old age problems. 
They are still in existence and very 
much so. Demands of this kind, Mr. 
Coolidge said, are continuous and uni- 
versal. It is impossible to build up an 
estate through any other means than 
life insurance that will give the same 
favorable terms. Life companies are 
selling security on account of death and 
old age. Even in case of a top income 
group, he said, the problem is more 
severe but the need is still in existence. 
Federal and state death taxes are in- 
creasing. Insurance can be employed 
to meet many needs. 
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Insurance Operations 


A number of life companies un- 
doubtedly have been analyzing their 
situation, which perhaps was brought 
rather closely to mind by the action of 
President Douglas of the Mutual Life 
of New York in appointing A. E. Pat- 
terson, vice-president Penn Mutual 
Life, as vice-president of the former 
company in charge of all its insurance 
operations, that is, underwriting, ac- 
tuarial and agency departments. As 
companies grow larger the danger is 
for each separate department to become 
more or less a unit in itself without re- 
gard to the other branches in the serv- 
ice. For example, it would be very 
easy for the actuarial and agency de- 
partments to pull apart. 

In almost all the smaller and medium 
sized companies there is an insurance 
man at the head. He has been brought 
up in the business and, therefore, is 
fully acquainted with the insurance ac- 
tivities. Primarily he is a life insurance 
man. He, therefore, is forced to learn 
something about investments, office 
procedure, etc. He has to take a hand 
in the legal department now and then. 
So far as insurance operations are con- 
cerned, he is fully cognizant of what is 
going on. He knows when the head 
of the actuarial department is convers- 
ing with him whether he has the cor- 
rect judgment of what his branch 
should do, what it can do and cannot 
do. If, however, he attempts to find 
out anything from the head of the ac- 
tuarial branch as to what his opinion 
is of the agency department and what 
recommendations would be made, he 
would be befogged. The president of 
the smaller and medium sized compa- 
nies is practically all things in one. 

With a large company it is impos- 
sible for the president to become fa- 
miliar with all the branches of the 
service. Very often he may be a law- 
yer, an investment man. He may not 
have had insurance training and, there- 
fore, he is more or less at sea when he 
is dealing with the underwriting, ac- 
tuarial or agency departments. He may 
be reluctant to take the view of the 
head of any one of these departments 
so far as the insurance operations as a 
whole are concerned. 

This particular subject is brought to 
the front at this time largely because 
if a mistake were made in the insur- 
ance Operations in the past the deficit 
or the shortage could be made up from 
excess interest earnings. However, 





during these days there are no excess 
interest earnings. Hence the insurance 
operations must stand on their own 
bottom and must be coordinated as one 
particular branch. 

The question that is brought to the 
mind of a chief executive is whether the 
three insurance units of their compa- 
nies are really working in harmony and 
coordinating as they should because 
each is dependent on the other. The 
danger is that the three departments 
may grow up as entirely separate units 
and each pursue its course without 
reference to the others. Insurance 
questions like this are brought to the 
front because of the peculiarities and 
demands of the present. 





Close Shave on Employment 


Although the small city home office 
executive has many living advantages, 
the fact that many of the people know 
and have access to him is sometimes a 
nuisance. A vice-president of a company 
which is chief source of employment in 
its city, is often accosted on the street 
by job-seekers and their friends. Once 
when he was getting a shave the barber 
sought earnestly to secure a job for his 
son. With a razor to contend with, the 
vice-president politely explained that he 
wasn’t the executive in charge of em- 
ployment. 








Stage Advanced Course at Purdue 


Following up the basic course, 43 en- 
rolled for the advanced section of the 
short course in life underwriting at Pur- 
due University. The curriculum for the 
week was arranged to include a compre- 
hensive and analytical study of the prin- 
ciples of selling, as well as a review of 
current problems as they affect life in- 
surance. 

Among the lecturers were Grant 
Westgate, assistant superintendent of 
agencies Ohio National Life, on “Rules 
of Salesmanship” and V. J. Harrold of 
Fort Wayne, general agent Lincoln 
National Life, on “Methods of Selling 
the Interview.” 





Dating Back Rule Still in Effect 


DES MOINES—The Iowa depart- 
ment has notified life companies that 
the practice of dating back policies is 
contrary to a former ruling which is still 
effective and has not been rescinded. 
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Consulting Actuary 
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211 W. Wacker Drive, Chicago 











Washington’ snes Teotel 


H Internationally famous as the residence of celebrated 


personages and the scene 


of world-important events. 


Air conditioned Bedrooms, Restaurants, Public Rooms and 


Lobbies. Convenient to 


Government Departments, 


Transportation Terminals, Theatrical and Shopping Dis- 


tricts, and all other points 
Capital. 


SINGLE ROOMS 
from $4 


Ve 4» 


of interest in the Nation's 


DOUBLE ROOMS 
from $6 


Ona CHE 


IS AVFLOWER | 


WASHIN«¢ 





TON: <D 








HARRY S. TRESSEL 
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SS STATE MUTUAL 
R FIELD FORCE 
E BATTING HEAVY 


June was the 17th consecutive month that 
State Mutual showed a gain in paid-for 
business over the corresponding month of 
the year previous . . . gains for 194] being 
gains over 1940 which were gains over 
1939. Looks like a championship team. 
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WANTED — 
oe A Top Notch Job 


sons, new manufacturing processes and 


—F as in the beginning. 
; The Life Underwriter has no outmoded 








| Life Insurance is unaffected by styles, 
(if 


sea- 
mar- 


ket fluctuations. There are new uses for 
insurance today undreamed of a half century 
ago but the original use is as important today 


stock 


a on his shelves, no frozen assets, no payroll to 
y meet or capital invested, no equipment to buy, 
no taxes on his workshop, no depreciation of 
” plant or machinery, no strikes. He has a niche 
y all his own. His business has its dividends of 
= commissions and renewals as well as the 
bag finest dividends of life—friendships. 
nts If you want a job of top rank, a job which 
fe makes it possible to live a life most wanted 
- and get paid for it, you will find it pays to be 
%. friendly with the 
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men SEEKING A LIBERAL AGENCY 


CONNECTION OFFERI . 
OPPOR NG UNLIMITED 3 


Commonweatri LIFE’S accelerated Ex- 
tension Program offers attractive incomes and 
agency possibilities to men who desire un- 
ah ani eek te restrained selling freedom. Commonwealth 
views will be held Life ranks among America’s best rated com- 
strictly confidential. panies. It offers policies to mect every 
contingency, from birth to the age of 70. Make an appointment 
by return mail. Our Field Representative will meet you in your 
city. Address your letter to 


A. WALTON LITZ *® MANAGER OF AGENCIES 
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THESE HAZARDS 
ALL MEN MUST FACE: 


A man may not live long enough 
.3 


A man may live too long 
c 


A man may meet disability in the prime of life 


The Answer: 


COMPLETE PROTECTION 


LIFE lug _NON-CAN 
INSURANCE P DISABILITY 


fully renewable to age 65 


PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—Tennessee 
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A group of chairmen working on plans for the National Association of Life Under- 
writers’ Cincinnati convention in September: 

Front row (left to right): M. J. Hamilton, supervisor Mutual Benefit, supervisors’ 
chairman; Burt H. Wulfekoetter, Massachusetts Mutual, C. L. U.; Lee B. Scheuer, 
general agent State Mutual, exhibits. 

Back row (left to right): E. W. Simpkinson, Provident Mutual, information, and 
A. H. Massa, Connecticut Mutual, press. 
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Posed before Northwestern Mutual Life’s modern home — 
office building (above), the Association of Agents’ present 
annual gatherings are a marked contrast to those in 18803 7 
(left) when top hats, whiskers, canes and heavy gold © 
watch chains predominated. Nowadays, nearly 1,000 
gather in the home office building auditorium with loud © 
speakers in adjoining rooms necessary for the overflow, 
A feature of the way back when gatherings was a tallyho 
ride to Whitefish Bay where now many home office 
people live and drive to work in 15 minutes. ; 


Plans for establishing a new membership record for | 
the Chicago Association of Life Underwriters are being ~ 
made by W. E. North (center), membership chairman, 
and his co-chairmen, Robert R. Reno, Jr. (left), Equit- 
able Society, and P. J. McNamara, Metropolitan Life. © 


Henry E. Belden (left), Union Central Life, retiring president, handing over the 7 
gavel to Charles E. Cleeton, Occidental Life of California, new president Life Under 
ena Association of Los Angeles. 















